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Years of recognized leadership 
have established the fact that 
all upper leathers are compared 







with the quality and perform- 






ance of Tandrite Calf. 






Beginning with the selection 






of skins and proceeding step 
by step, the Color and Finish of 
Tandrite provide proof that 














nothing finer in leathers has 






ever been achieved. 













Open toe sling strap in 
Tandrite Calf No. 313 Red. 
Smart all-over perforations ; 
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by EUGENE J. HARDY 





Retailers will not have to absorb the increases in low—priced shoes 
which manufacturers will be permitted to take under the forthcoming OPA order. 
As this Newsreel is written, the order is expected before June 1. 

Several changes have been made in the basic principles of the order. 
When originally contemplated OPA would have required manufacturers to appl 
individually for permission to increase prices on footwear priced below certain 


cut-off points. 
OPA has now written into the order specific percentage increases which 


manufacturers producing footwear below the cut-off prices may take. They will 
be required to report to OPA if they have taken advantage of the increases and 
may be required to report their new price schedules. 

Since these increases will still be on an individual basis, the dis— 


tributive trade will be authorized to pass them on to the consumer. 
se ee ae 


Note to retailers: Do not attempt to offer a pair of nylons for sale 
on the condition that the purchaser also buy a pair of shoes. 

A mid—Western retailer had just this idea in mind, but on the advice 
of his local trade group contacted OPA before going ahead with the promotion. 
OPA was quick to point out that such sales would constitute tie-in sale d 


were in violation of existing regulations. 
* . 

Rumors of a Bossier re—institution of shoe rationing have been 
cropping up in isolated instances. A responsible Government official traces one 
of these ors to a clerk in a retail shoe store. This official pointed out to 
BOOT & SHOE RECORDER that regardless of the motive it is the duty of the 
retailer to squelch such rumors rather than lend credence to them. Any wide- 


spread reports of this nature would lead to a buying rush, which might con- 


ceivably mean a return to rationing. 
There are many reasons why rationing is not being thought of in 


official circles. The most important of these is the present high production 
rate in the industry. There has been a marked decline in the volume of consumer 


comps acnts coming into Washington, indicating an easier supply situation. 
inally, even if rationing were contemplated OPA has neither the time; pees 
nel, nor money to set up a rationing systen. t is estimated that it woul 
require a minimum of two months for . to get started. 
Classifying alligator, crocodile and ostrich skins and leathers as 
luxury items, OPA has moved to drop price controls on these commodities. 


Con ls will be suspended on shoe f these rovided 
percent of the upper _is-made of any Of these yok shane # 5 percent of the 
external surface of other manufactured products is composed of these leathers, 
they will also be exempt. from control. 

aby action will ab hsy only to the genuine leathers. Simulated 
leathers of these types wi remain under price control as will manufactured 
articles made of small pieces of these leathers sewed together. Shoes and other 
products on which these leathers are used only as trim also remain under 


































































































control. ke ae 
As pointed out in this column several weeks ago, a) : 
» of footwear is sure to come because increase : or 
by hig anneries. . 
is development ‘are already on the horizon. The tanners 





gns of this ) 
have been meeting with OPA to work out new price schedules. 












ted States now 


a for example, ° g e Unite 
imports about 30,000 cattle hides each month. The United States has a monthly 
[TURN TO PAGE 92, PLEASE] 
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lille of the Ladle 


COMMENTING ON THE DECI- 
SION of the United States Supreme 
Court on May 8 in the case of Fed- 
eral Trade Commission against 
APW Paper Company, Inc., in 
which the Court held that the FTC 
could not prohibit a company from 
using the Red Cross name and sym- 
bol provided they were legal users 
before the year 1905, Joseph S. 
Stern, president of The United States 
Shoe Corporation, told the com- 


pow, THEREFORE —- 








pany’s retail distributors in an an- 
nouncement May 13: 

“The name ‘Red Cross’ and the 
symbol of the Red Cross for shoes 
is owned by The United States Shoe 
Corporation and was used many, 
many years before 1905, and so this 
company falls in the category of the 
legal users of this name. 

“However, until we give you our 
further suggestions relative to the 
continued merchandising and adver- 
tising of the ‘Red Cross Shoe’ and 
the ‘Gold Cross Shoe,’ please con- 
tinue such advertising as the type 
you are now doing.” 

It will be recalled that in 1942, 
at the request of the President of 
the United States, The United States 
Shoe Corporation announced that 
“during the critical war period Red 
Cross shoes will be known as Gold 
Cross Shoes.” It is understood that 
no definite decision has as yet been 
reached relative to the future of the 
name “Gold Cross,” although it is 
considered probable that the use of 
the “Red Cross Shoe” name and 
symbol will be continued. 

An interesting commentary on the 
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deep and lasting impression which 


- effective advertising can make on 


the minds of customers is evidenced 
in the fact that the great majority 
of women still go into the stores ask- 
ing for Red Cross shoes—sometimes 
correcting themselves, saying, “I 
mean the Gold Cross shoe.” 

Meanwhile, The United States 
Shoe Corporation has decided to 
launch two new higher priced lines 
of shoes (in addition to the $6.95 
line), one to retail at $7.95 and the 
other to retail at $8.95. In view of 
this decision, it is considered pos- 
sible that both the Red Cross and 
the Gold Cross names may continue 
to be used. 

The corporation has told its cus- 
tomers that the new lines represent 
a new high in intrinsic value. The 
new price policy is especially sig- 
nificant in view of the fact that The 
United States Shoe Corporation had 
adhered steadfastly to the $6.95 
bracket even before there were price 
ceilings, and at a time when many 
other firms were advancing their 
shoe prices. 





Juxius G. SCHNITZER, Chief of 
the Textile and Leather Cu. 
the U. S. Department of Co 
speaking to members of the Tan- 
ners’ Council of America at their 
Spring meeting in Hot Springs, Va., 
on May 13, emphasized the marked 
increase that has occurred in leather 
production throughout the world 
since 1940 and said: 

“Analyses of the available information 


show that the leather output in every 
continent, with the exception of Europe, 


is now greater than it was in prewar 
years. The extent of the increases varied 
considerably, but the greatest gains were 
recorded in the Western Hemisphere. . . . 

“Outstanding progress in leather pro- 
duction has been made by Latin America 
during the past five years. Increases have 
been recorded in virtually every country 
in this area, varying from 35 to almost 
200 per cent. In some of the countries 
foreign capital or technical aid, or both, 
helped to a considerable degree in mak- 
ing the gains possible. In a few of the 
countries it was possible to improve the 
quality and variety of the output as well 
as to increase the volume. 





“There is no need for me to relate to 
you what happened in the United States 
during the war years; you have had to 
‘live’ with the situation since 1941. There 
is no doubt, now that the labor situation 
has improved, that you are all operating 
to the fullest extent permitted by raw 
material supplies. However, many of your 
customers do not know that your indus- 
try is producing more cattlehide and 
sheep leathers now than were made prior 
to 1940. 

“It would be my opinion, based on the 
information received in the Department 
of Commerce, that the gains in the world 
output of leather have been more than 
sufficient to offset the losses occurring in 
Europe. You undoubtedly realize what 
this means for your future operations. 
The two most important results will be 
a greater competition for the exportable 
surpluses in raw materials and keener 
rivalry for the business on virtually every 
important leather market.” 

7. . * 


JOE LEVY of Paul’s Shoe Store in 
Kansas City, Mo., says: 

“Our store js reaping a rich harv- 
est by adopting the merchandising 
plan which features handbags and 
belts in matching shades and colors 
tc. the shoes that are carried. Many 



















WHAT'S AHEAD FOR 
BUSINESS 








—Edward R. Dewey, Manager of 
ae Research “a Air a. 
mpany, spoke recently 
fore the ™s Executives Confer- 
ence in St. Louis on the subject: 
"What's: Ahead for Business." 

—Mr. Dewey opened his remarks 
with a statement that "The plain, 
honest fact is that nobody knows 
what's ahead for business. | cer- 
tainly don't. But we can make 
guesses at it, and there are three 
ways of making guesses; by means 
of your brains, by means of in- 
tuition, and by means of sta- 
tistics." 

—Mr. Dewey then goes on to illus- 
trate what he means by figuring 
things out by the use of your 

ns: 

—"Back in 1927—i8 years ago— 
when ladies’ skirts ad 
started to grow shorter, a manu- 

Refine Bo 

n very table, 
applied to a banker Pend of 
mine for a loan to enlarge his 
business. The banker said, “No, | 
have figured out that with 


President 





n’t sell as readily as they do now 
but for the fact that we have hand- 
bags and belts to match. 

“The plan works like a charm and 
sales force is enthusiastic about 
0 ing items in Milady’s 






s 


attire seem to please her much 
more than just two, and the addition 
of matching belts to our stocks of 
shoes and handbags is stepping up 
the sales of all three lines in a most 


satisfactory manner.” 
os * * 


WILLIAM F. OTTO of the Pitts- 
burgh Plate Glass Company, speak- 
ing before the New York Society of 
Architects, said: 

“The limited glazed surfaces in 
traditional homes and _ business 
places has resulted in man living and 
working in a quasi-darkness or cave 
dweller twilight. Current trend, how- 
ever, is toward great expanses of 
glass walls in homes, in commercial 
establishments and in industry. In 
their present designs for homes, 
architects plan on vastly larger 
glazed openings to literally bring 
the out-of-doors indoors. The re- 
verse is true of street level shops 
where an ‘open front’ effect is de- 
signed to expose the establishment’s 
interior to the passing potential 
buyer. In conjunction with a great- 
ly expanded use of glass and a re- 
sultant improvement in natural il- 
lumination, architects and interior 
designers are utilizing the tremen- 
dous advances of artificial illumina- 


tion. 
. 7. * 


W. R. SADLER, manager of the 
Hanover Shoe Store, Easton, Pa., 


' says: 


“Sudden abandonment of govern- 
mental shoe controls would be dan- 
gerous. I firmly believe that a free 
market is the most satisfactory 
answer to current difficulties, but 





that should be our ultimate rather 
than immediate goal. A sudden re- 
laxation of controls probably would 
bring about a wave of unrestrained 





buying which would quickly absorb 
current stocks and bid up prices. 
Gradual relaxation of controls 
would be the safest procedure and 
the best in the long run. 

“If no longer forced to do so by 
government regulations, many man- 
ufacturers probably will practically 
stop making cheap shoes. While 
part of the public would suffer from 
such a step, stores selling medium- 
priced shoes would take over cus- 
tomers who formerly bought low 
priced footwear. 

“Sooner or later the wave of in- 
flationary buying will exhaust itself, 
due to reduction of public buying 
power, and this will bring deflation 
and reaction. I am inclined to think 
that this stage will be reached quick- 
er than some optimists believe. One 
way to prepare for normal or re- 
duced business is to treat customers 
better. During the war, the critical 
shortage of salespeople forced stores 
to tolerate discourtesy on the part of 
employees, and general efficiency 
suffered. The time is not’ far off 
when stores will want customers. It 
is up to owners and managers to 
see that trade is held and gained by 
courteous and friendly treatment.” 








—[YE ROVING SHOE] 





EMPORIUM 








"Step on it, Joe. He looks like a prospect." 


Boot and Shoe Recorder 




















Shoes to Play Part in Atom Test 


Two Dozen Pairs of Five Important Types of Military 
Footwear to Be Placed in Different Positions on 19 of 
the 74 Ships That Will Figure in “Operation Cross- 


Subsequent Inspection, on the Spot and in the 


United States, Will Seek to Determine Effects of Bomb 
Burst, of Fire, and of After Effects Caused by Radiation. 


by EUGENE J. HARDY 
Washington Staff Correspondent for Boot and Shoe Recorder 


PRODUCTS of the American shoe industry will be sub- 
jected to the severest test in the long history of shoe- 
making when the first atomic bomb is dropped on 
Bikini Atoll next month. 

The Army Quartermaster General was given the job 
of selecting the footwear now awaiting the first test at 
Bikini. QM is also testing all standard items of issue 
necessary to the proper feeding, clothing and general 
equipment of military personnel. Research and develop- 
ment items are included in some categories. 

During the development of the atomic bomb by 
“Manhattan Project” a few things were learned about 
the effects of atomic energy on specific materials. Some 
additional knowledge was gained as a result of the 
bombs dropped on Hiroshima and Nagasaki. But noth- 
ing that could be applied scientifically to future re- 
search and development of footwear or other products 
was made available. 

Many great unknowns remained. The tests at Bikini 
present the first opportunity for the armed services to 
learn the effects of atomic energy on specified materials 
—physically, chemically and structurally. 

Shoes and other equipment will be studied after the 
test by qualified government and civilian scientists and 


technicians to determine the effects of the bomb burst, 
fire that may be caused as a result of the burst, and the 
after effects of radiation. 

This knowledge will prove invaluable to the armed 
services in the development of the footwear of the fu- 
ture. With atomic energy looming greater and greater 
as a force to ease the burdens of mankind, the shoe 
industry will undoubtedly be able to make wide use of 
this information to reach important conclusions which 
undoubtedly will have a bearing on specifications for 
certain types of civilian footwear for the future. 

When the atomic bomb test was planned, the Navy 
decided that it would not test footwear. Accordingly, 
the job was turned over to the Quartermaster General. 

The entire operation is a joint Army and Navy proj- 
ect under the direction of Vice Admiral W. H. P. 
Blandy, Commander of Joint Task Force 1, and infor- 
mation obtained on footwear and other items will be 
made available to all the services. 

On being assigned the job of testing footwear, 
Quartermaster officials quickly decided to make full use 
of the opportunity and have fully utilized all the space 
that has been — to them aboard the ships. 

[TURN TO PAGE 88, PLEASE] 


























The NEATER LOOK 
IS CAMPUS BOUND 


It May Be the Men Who Are Returning in Great 
Numbers to Co-ed Campuses or Who Are En- 
tering Traditional All Girls’ Colleges ...1t May 
Be the General Postwar Wave Toward Greater 
Femininity .. . For the College Girl Is Sprucing 
Up with More Variety in Campus Clothes and 
Shoes ... The Trimmer Look Is Her Newest 
Fashion . . . Slick Suits, Smari Campus Shoes. 


ae war may have prompted women to invade many a 
traditional male sanctum, but the tide has changed, and 
not only is the returned serviceman popping right back 
to places he relinquished, but he’s also going a step 
further to establish his own beachhead in places where 
the sign of “Women Only” had forbidden him entrance. 
The all-girls’ college is one. 

A girls’ campus was one thing—stamped with the 
definite personality of girls who dressed for themselves 
and for other girls. A co-ed campus is a different story. 
But the college girl hasn’t changed in her 
likes and dislikes because her classes are 
“mixed” now; she merely expresses them 
differently. 

The same simplicity, the same comfort, 


Retailers’ prediction for 
campus: 
1. moccasin 


2. saddle 













TOP TO BOTTOM: 

l. High-riding step-in with round, full toe; a Random shoe by 
Stetson. 2. Dog ear ballet shoe with extension sole by Sandler of 
Boston. 3. Spectator sling with extension sole by Metropolitan. 
4. Step-in with novel vamp treatment and 7/8 wedge heel; DeLiso 
Debs by Samuels. 5. Moccasin variation in high-riding shoe with 
reversed outside seams and extension sole; an Arnold Authentic. 




















































by BETH HOLLINGER 


the same ease in 1 ‘ovement is demanded for her clothes 
now as they were during the pre-war and war years of 
women only. Blue jeans and too large shirts bought in 
men’s departments or taken out of dad’s or brother’s 
closet still persist, but there’s an indefinable neatness 
seeping into even that attire. Maybe she tucks the shirt 
in and wears a handsome wide belt, and maybe she oc- 
casionally cleans her brown and white saddles that are 
favorite accompaniments to jeans. Whatever it is, the 
“neater look” is on its way. 

Simplicity and comfort are still her by-words, though. 
She clings to the moccasin and the pump and the scuff 
because they’re smart and easy to wear—easy to put on, 
easy to take off. She clings to her saddle because it’s 
durable, well-fitting and able to stand the wear and tear 
only a college girl can give a shoe. 

Moccasin, saddle, pump and scuff—these are her first 
and foremost loves. These are the shoes to which she 
confined herself during wartime rationing because they 
were her best bets for long-time wear, but this year she 


TOP TO BOTTOM: 

1. Cotton corduroy d'Orsay with bunny jur collar by 
Venus Sandal. 2. A real fur “dumb bunny” scuff by 
Sambros of Hollywood. 3. The “Pirate Bootee” with 
deep cuff, moccasin toe and platform sole by Prima. 
4. All leather casual with mud-guard hand-laced to 
upper; a Cathy Casual by Nevelk. 5. Easy slip-on shoe 
with simulated leather covering on heel and sole; 

Hi-Larks by Pli-Mode. 








Retailers’ prediction for 
dormitory: 
1. ballet slipper 
2. scuff 
3. shearling boot 














wants something more than just the essentials. No more 
coupons to limit her wardrobe, and now there are men around 
who are just as -clothes-conscious as she. 

The neater, the trimmer shoe is what she adds this year, the 
shoe that is good-looking and still gives her the comfort of 
loafer and oxford types. The ballet shoe, for example, is the 
number one addition to the college girl’s wardrobe. It has all 
the qualifications she demands of a shoe: youthful, flattering 

[TURN TO PAGE 78, PLEASE] 


TOP TO BOTTOM: 
1. Closed patent opera pump perfect for any date dress or suit; 
Brauer Bros. 2. Dressy and youthful with flattering 24/8 heel; a 
Penaljo by Hamilton, Scheu & Walsh. 3. Universally popular sling 
is co-eds’ choice for dates. This one on comfortable 17/8 heels; a 
British Walker by J. P. Smith. 4. For the tall, for the short— 
comfort, a black suede flattie with inside heel lift; Craft Debs by 
Craft Footwear. 5. Simplicity and grace in outline, with comfortable 
wedge heel; a Mademoiselle hy Carlisle. , 



































Retailers’ prediction for 
date: 

1. sling pump 

2. d Orsay 

3. sandal 











Above: “Four-Buckle Sandal” 
in gold kidskin worn with an 
evening sheer. Bottom pictures 
The “Vee Sandal,” also in kid- 
skin, shown here as a beach 
shoe. Both are Bernardo San- 
dals designed by Bernard Rud- 
ofsky and made by Aldo Bruzzi- 
chelli. Toe ring also a Rudof.- 
sky design. Straps adjustable 
through slots in sole and foot- 
conforming inner soles, fea- 
tures of the sandals. 


by ELEANOR 
RUTLEDGE 


“DESIGNED to be worn with to- 
day’s fashions and to encourage the 
current revival of respect for the 
beauty and importance of the foot,” 
the sandals shown here present a 
challenge and a question to the shoe 
industry. How strong will be the 
trend this Summer to sandals of this 
type? Dramatic they certainly are, 
and cool and light and as near the 
complete freedom of bare feet as a 
shoe ean achieve. Worn with the 
right clothes—and on the right foot 
—they are very stunning. At the re- 
cent first showing of these sandals— 
radical innovation by the designer. 
Bernard Rudofsky—as a complete 
collection, they were worn with all 
types of costumes. To this reporter 
they were most effective when worn 
with evening, hostess, beach and 
play clothes, as they often will be 


this Summer. 


signed for one of 
the Muses in Coty’s 
dramatic presente 
tion of their new 
perfume “Muse.” 
worn with another 


Something New 


in 
FOOT FREEDOM 
























Above: French Ambassa- 
dor and Mme. Henri 
Bonnet, guests of honor 
at the gala reception that 
opened the Theatre de la 
Mode at the Whitelaw 
Reid house in New York. 


THE BULKY LOOK 


ONCE again Paris—traditional home of art and fash- 
ion—is justifying her claim to that title. The beauti- 
ful miniature exhibiton, currently showing at the White- 
law Reid house in New York, is evidence enough that 
the creative genius of the French designers has survived 
the German occupation and is as keenly sensitive as 
ever to beauty and distinction of line and color and fine 
detail. From the beautifully modelled little heads of 
the mannequins (about 200 of them) to the 15 highly 
imaginative settings in which they are displayed, one 
feels the full expression of the French artistic genius. 
No wonder that this is so, since the most creative 
minds in art and fashion have worked to produce this 
exhibition. Over 30 of the foremost bottiers have sent 
shoes. These wonderful little works of art, made for 
ladies standing 30 inches high, are a miracle of fine 
workmanship. It seems hardly possible that human 


56 








Resumes Her Claim to Fashion Leadership in Clothes 
and Footwear as the Paris Couture Syndicate Pre- 
sents to the American Public “Theatre de la Mode", 
a Showing by 150 Leading Designers of Costumes, 
Shoes and Accessories. Noteworthy Trends in Shoes 
Include High-Riding Silhouettes, Bulky Looking Pat- 
terns and Color Contrast. Style Show in Miniature. 


Above: Mlle. Eliane Bon- 
abel fits a glove on one 
of the 30-inch doll man- 
nequins. The dolls, of 
wire except for their 
sculptured heads, were 
designed by her. 
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STITCHING 
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er Best... 


by ELEANOR RUTLEDGE "SILHOUETTES 
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COLOR 
CONTRAST 


June 1, 1944 





A e \  HIGH-RIDING 
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Left: Example of the 
beautiful settings, this 
Paris street corner used 
as background for Sum- 
mer costumes by—left to 
right —- Marcel Dhorme, 
Bruyere and Lelong. 









Right: Evening 
dresses stars of 
the show. The 
great majority 
were full-skirted 
with very slen- 
der waists. Coif- 
fures high and 
elaborate with 
sweeping 
plumes and 


feathers. 















hands have stitched those tiny uppers, giving them areas 
of contrasting color; decorative stitching; straps and 
buckles; eyelets and bows and buttons; platform soles 
and wedge heels, creating style trends just as surely as 

has ever been done in a 4B model. 
Impressions of outstanding trends at the showing 
appear in the accompanying sketches. The repetition of 
[Turn To PAcE 80, PLEASE] 
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by HELENE O'HARA 


Left: Suede sling on a 
medium heel for street 
wear; Miller & Berg- 


a, —=s- Reider Shoe Mis. Co. 


JUNIORS ARE 





The Junior Is a Style-Conscious 
Customer with a Size Problem, Who Needs Many Types of 
Shoes. This Group of Young People Offers a Splendid Field 
for Shoe Men Who Will Stock Merchandise to Fit Their Needs. 


Au junior customers are not college students, but 
when the college shop closes at the end of September, 
many merchants completely forget the younger custom- 
ers. However, this is a constantly expanding market 
which is serviced by several fashion magazines, cooper- 
ating with ready-to-wear, millinery and the cosmetic 
industries, but arousing too little and very belated inter- 
est in the shoe field. Young women of America are well 
aware of it. Given an opportunity to air their wardrobe 
problems, they list shoes as a major complaint. It isn’t 
the shortage of materials and sizes, alone, but the 
skimpy merchandising of shoe types which fit their 
diverse needs. 

The junior is an often-to-buy customer for whom 
most department stores do a comprehensive merchandis- 
ing jOb~in sizes and types of everything but shoes. 
Shortages notwithstanding, a few farsighted merchants 
and manufacturers are facing the junior problem 
squarely, and are planning their stocks and floor space 
for an early opening day of a junior department or shoe 
line. 

There is a trend in some department stores to open 
specialty accessory shops on the ready-to-wear floor, to 
make it possible for the fashion-conscious customer to 
select her entire ensemble in one place. This has led to 


locating junior shops adjacent to 9-17 suits, coats and 
dresses. Here the young customer purchases her hat, 
bag, undies, gloves, and new lipstick. Here, too, she 
could purchase her shoes. 

The specialized shoe department need not take a huge 
slice of floor space. It should be attractive, comfortable, 
have merchandise in full view with self-try-ons possible, 
particularly for casuals and indoor shoes; be staffed by 
young salespeople who understand the activities and 
problems of college girl, veteran’s wife, young mother, 
and career girl. In planning such a department the 
younger members of the store staff can probably offer 
valuable suggestions in both physical layout and mer- 
chandising. The expressions of customers themselves, 
either by survey or poll, should not be overlooked. 

The junior customer is fashion-conscious. She is in- 
fluenced by magazines which cater to her exclusively. 
For this reason the cooperation of shoe buyer and man- 
ufacturer with these publications is an aid to merchan- 
dising as well as a basis for customer reaction. From 
the editors, as well as from manufacturers and buyers 
of ready-to-wear, much information can be gleaned on 
the approach to this new phase of shoe merchandising. 

Sizes are one of the major problems. The new Ameri- 
can figure is taller, has larger hips and feet than had the 
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from Moulton - Bartley. 


YEAR-ROUND CUSTOMERS 


older sister or mother. Unless large enough shoes are 
made to fit the needs of this group, serious foot prob- 
lems may be in the making. 

In addition to being style-conscious and having a 
size problem, the junior customer is so active that she 


needs many types of shoes. She not only works or runs 
a home or both, but she goes in for a multitude of 


Clockwise, starting lower left: Smooth 

leather sling; Mercury Footwear. Bright 

colors, silver and gold in an open eve- 

ning sandal; W olfelt design. Slipper of 

leopard fabric and felt; Ropecraft. 
Open play model; Pape Jr. 


sports and social activities. For these she needs diverse 
types of shoes, all comfortable—and she'd like to buy 
them in one place whether they are for work, play or 
lounging. What will she pay? From $6 to $13; more 

for the right color or a very special style. 
A junior shop doesn’t grow overnight, but coordi- 
[TURN TO PAGE 94, PLEASE] 














QUALITY STREET 


For Men's Shoes 


by OWEN A. THOMAS 


School Street, in Boston, Is Steeped in Tradi- 
tion, Historical, Educational, Commercial 
Sentimental. But One of Its Most Abiding 
Traditions Is Its Reputation as a Retail Cen- 
ter for Men's Fine Shoes, and Because of It 
Thousands of Massachusetts Men Look to It 
for Guidance in Shoe Styles and in Just 
About Everything That Pertains to Footwear 


First of a Series of 
RECORDER Arti- 
cles on Famous Shoe 
Streets of America, 


VIEWED from an altitude of approximately 2000 ft., 
School Street in the city of Boston shows up as a de- 
pressingly narrow, dark gray slit running northeast- 
wardly up the slope of Beacon Hill from Washington to 
Tremont Street and hemmed in on both sides by build- 
ings which, with some exceptions, have decidedly un- 
prepossessing roof-tops. It isn’t an impressive thorough- 
fare, unless you're intrigued by the atmosphere of Colo- 
nial antiquity that somehow seems to pervade it despite 
ifs up-to-date shops and buildings. But for years it has 
been one of the famous men’s shoe streets of America. 

At its juncture with Tremont, on one side of School 
Street is the Parker House, one of the best hotels in the 
city; om the other is King’s Chapel, where aristocratic 
members of the Church of England worshipped in Colo- 
nial days. Adjoining the Parker House is the Waterman 
Building, a modern office structure. Halfway down and 
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on the northwest side is the graceful gray stone home 
of the Boston Five Cent Savings Bank. These are the 
only structures on the street at which the architectur- 
ally-minded visitor would look twice unless one includes 
Boston’s City Hall, facing the Waterman Building, set 
well back from the street—and sorely in need of a re- 
juvenation operation of some kind. The rest are mostly 
three and four-story buildings, many of them with well- 
aged brick fronts. 

School Street is not only one of the shortest business 
thoroughfares in the city—580 ft.—it is also one of the 
narrowest. Including two 6-ft. sidewalks, the over-all 
width is 40 ft. At the top of the street, on Tremont and 
facing the Parker House, is the former location of Bos- 
ton’s finest food store—a location abandoned in favor 
of a better one nearer the center of the shopping dis- 
trict. On the épposite corner, facing King’s Chapel, is 
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the former home of a large department store which 
elected to fight it out in that location and liquidated 
during the early days of the late depression. Two long 
blocks from the department store center at Washington, 
Summer and Winter Streets, and still farther from the 
exclusive shops and stores which dot Tremont and 
Boylston Streets, it is hardly likely that an alert mer- 
chant not imbued with the Boston tradition would 
choose it as a site for any store handling quality mer- 
- chandise. 

Yet despite all these discouraging aspects, for more 
than 50 years, School Street stores have led in the sale 
of men’s fine shoes. True, there are many other stores 
in the city in which equally good shoes are sold, but 
nowhere is there a street or even a district so completely 
dedicated: to satisfying the footwear needs of the mascu- 
line sex. Nor are there any which have done more pio- 
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neering. Scotch grain brogues, two-tones, monk ox- 
fords, wing tips and perforated vamps—these and 
many others were tested on this street which, it is con- 
servatively estimated, is visited annually by between 
70,000 and 75,000 men in search of shoes. 

Five stores on this unique street; plus two on Wash- 
ington which face squarely into the street’s. entrance, 
are said to have rung up a total sales volume of about 
$600,000 in 1945—a figure which probably could have 
been increased by a good 25 per cent had shoes been 
available in normal quantities. These seven stores are 
by no means the only men’s shoe stores in that area 
since, on Washington Street within a block of its inter- 
section with School, are Florsheim, W. L. Douglas, Re- 
gal and Thom McAn stores. Rather they were selected 
because their locations with reference to one another 

° [TURN TO PAGE 86, PLEASE] 
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The Problem of the LIBERATED FOOT 


-Foot Freedom Has Become One of the Prime 

Necessities of Our Busy Lives, and Jumbo Sizes 

’ In Shoes, in Attractive Styles and Materials, 

Offer Unusual Possibilities for Both Shoe 
Manufacturer and Shoe Retailer. 


by FREDERIC C. BECK, 


Merchandiser and buyer for all Lane 
Bryant shoe departments. 





ABOUT THE AUTHOR 


Mr. Beck “knows whereof he speaks," for he has been 
connected with the shoe departments of Lane Bryant 
for the past 13 years. Coming to the organization in 
1933, he began in the sub-basement as a stock boy, and 
worked himself up to be merchandiser and buyer for all 
shoe departments in the seven Lane Bryant stores. 

Mr. Beck, who studied under seven buyers at Lane 
Bryant, subjected himself to a strenuous period of spe- 
cialized training. When he joined the firm comfort and 
corrective types of footwear accounted for approxi- 
mately 97 per cent of the stock carried; these types of 
shoes now comprise about 45 per cent. The remainder 
of the stock is composed of styleful shoes in the larger 
sizes which are the bulk of Lane Bryant business. 





THE evolution of feminine footwear has developed 
down through the centuries in cycles of repetitious 
progression. Climatic characteristics, serving practical 
as well as decorative purposes, continue to allocate 
types of foot-coverings to definite spheres or groups of 
the shoe-wearing peoples of the world. Even with a 
rare gift of psychic vision it is doubtful that a seer 
could have predicted the conglomerate diversity of 
feminine footgear prevalent in America that has flow- 
ered the past six years. Far from having completed its 
run, that many-faceted diversity is not yet tiring in 
expanded production and elaborated patterns, although 
the field may be sharply reversed when the zenith has 





The similarity of our era to the myriad styles of 
women’s shoes is itself a poignant reminder of the 
extremes, shortages and contradiction of values that 
typify our postwar groping. Where basic commodities 
and basic ways of life are vitally intertwined, a vein of 
sane planning and logical reasoning, which we accept 
as instinctive, seems to be just under the surface of the 
current fringe of emotional excesses. From this under- 
lying nucleus the future will taper off to a more rational- 
ized acceptance of living standards and style-selectiv- 
ity. 

Decidedly not excepted from this hypothesis of nor- 
malcy, the shoes of American womanhood seem well 
advanced toward the establishment of active leadership 
in their present “sensible” shoe trend. American shoe 
manufacturers have blazed the trail for the civilized 
women of the world away from the foot tortures of 
recent decades to the factual foot-pampering joy of the 
modern shoe. It thereby becomes the real responsibility 
of our shoe factories to nail down their present achieve- 
ments to a determined program of extending this advan- 
tage to its fullest. 

In approaching that goal there are abundant guides 
of which our time-honored shoemakers are well aware. 
There exists, however, a condition oft-forgotten by 

[TURN TO PAGE 83, PLEASE] 
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DAREX 
WELTING... 


the most 


for your money 


Darex Welting helps to keep 
welt shoes for children, misses, and 
women in the volume-price range. 
Darex Welting has been used suc. 
cessfully on millions of pairs of 
pre-welts and volume-price wom- 
en’s goodyear welts in the past 
seven years. It is much more than 
adequate for the job. It gives real 
economy. It is uniform, labora- 
tory-controlled, and dependable. 
And it is available. 

DEWEY ano ALMY CHEMICAL CO. 


CAMBRIDGE 40, MASSACHUSETTS 
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TELL “EM AND SELL EM... 


And the More You Tell the More You'll Sell. For 
Once You Have Satisfied a Customer with Fit and 
Service and Convinced Him That You Know Your 
Business, You Can Count on a Return Engagement. 


by PATRICK A. MORGAN 


PEOPLE today are in the habit of 
being told. They listen avidly while 
radio announcers get in the selling 
punch. They sit quietly in the 
theater listening to every word, 
while their eyes follow the action. 
They like to know about the action. 
They like to know about things and 
especially about the merchandise 
they are buying. They will listen 
while they are told the merits of 
the shoes and fitting they are con- 
sidering. 

The guy who says: “Whadda ya 
want?” and then proceeds to fit a 
shoe without any explanation or 
any comments on the fitting quali- 
ties of the shoe is not building a 
repeat clientele. 

Once you have satisfied a cus- 
tomer that he or she can come to 
you and secure the fit and quality 
desired, you may be sure of a re- 
turn engagement. And—most valu- 
able of all, is the word-of-mouth 
advertising for you and your store. 
If you have done your job of ex- 
pert fitting and given the customer 
something to talk about in the extra 
value of the shoe, then you will 
profit by the selling done in re- 
sponse to the “Desire to Brag” of 
the satisfied customer. But—oh, 
Mister—if they are dissatisfied with 
your fitting and with the shoes, the 
advertising will be in reverse! 

Materials are important today as 
never before. The buyer wants to 
know about the quality of the ma- 
terial in the shoe. Tell about its 
staying qualities, fit, comfort and 
how to care for it to secure the best 
appesrance and wear. Whatever 
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the material, it has some qualities 
that may be extolled. The truth will 
pay dividends in future sales. 
Style, too, is important, but it 
should be tempered with good judg- 
ment in fitting the kind of shoe that 
will not cause the wearer undue 
foot discomfort. The aftermath of 
war brings a lightening of mind and 
purpose. People want to relax and 
enjoy the advantages they have won 
again. There will be, for some, a 
desire to stray away from the heavy 
substantial types and a clinging to 
the lighter fanciful styles. This is 
your opportunity to re-enact the 
“two-pair” sales program. If the 
foot requires a good supporting 
shoe, sell an “all-purpose” shoe 
with the stylish one. Unburden 
your vast fund of knowledge to the 
customers so that they may under- 
stand. Bring out the old but faith- 


ful “Tell, Show and _ Illustrate” 
method and your income will in- 
crease in proportion to your value 
in service. 

The 12-year-old “kid” today has 
more cash spending money than 
his dad had at 21. They may not 
know values but they do know and 
spend their money where it is taken 
with courtesy and consideration. 
They know what they want in wear- 
ing apparel, and they buy it. They 
know what they want in shoes and 
the alert shoe buyer will do well to 
learn and heed this school-kid 
trend. Believe me, I know whereof 
I speak when I say that their likes 
and dislikes of the shoe salesman 
are quickly expressed. They want 
shoes that fit and stay fitted. Listen 
in on their locker-rooms when these 
qualities are being discussed! 

[TURN TO PAGE 92, PLEASE] 





“Witherspoon is a mighty hard man to sell." 
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BLACK AND WHITE ADS IN LADIES’ HOME Garcal 


Good news for Miracle-Tread dealers. Glamour has been added to the 
Miracle-Tread Fall advertising program. In October the two and a half 
million readers of Glamour will see several Miracle-Tread styles illustrated 
TO RETAIL in a beautiful color page. The attractive series of single column ads which 
Ss oo we've been seeing throughout the Spring and Summer will continue in Sep- 
5: 2g AND Gz tember, October and November Ladies’ Home Journal, whose twelve million 
readership is the largest of any women’s magazine. This combination of 
secarebs a wbrmeten: tee styling, better value and well-planned advertising is producing great 
results. Miracle-Tread volume figures establish that; but, even more impor- 
tant is the fact that this combination is building Good Will too, an asset 
you'll value in the years to come. 


MIRACLE-TREAD DIVISION CRADDOCK-TERRY SHOE CORPORATION © LYNCHBURG, VIRGINIA 











a 


se 








BOOT AND 


SHOE 


RECORDER 


Lilia Cuilot-~ 





A Crisis Passed; The Problem Remains 


DURING the past fortnight the nation has faced one 
of the gravest emergencies in its history and has come 
through it in a manner that will enhance the prestige 
of the democratic process, besides justifying the faith 
of every American in our form of government. We 
shall have more confidence than ever in the ability of 
our constitutional system to cope with any situation that 
may arise to challenge the rights and welfare of all the 
people. 

Whether the emergency could have been avoided if 
the administration and the Congress had taken resolute 
action sooner, and whether the action that was taken 
was the wisest way of dealing with the situation, are 
questions that will be debated with sharp divergence of 
opinion for months and probably for years to come. 
But the important thing is that the issue was finally 
faced and determined in a resolute and effective way 
that left no doubt as to what the decision will be if 
the country is ever called upon again to face a similar 
issue, involving the question of whether any group, for 
the advancement of its own interest, will be permitted 
to jeopardize the welfare and safety of the nation as a 
whole, and to challenge the authority of its government. 
The answer to that question, if indeed it ever was a 
question, is now clear to all. 


|T was rather unfortunate that the railway men, who 
have traditionally been regarded as among the most 
level-headed in the ranks of labor and among the most 
reasonable in their attitude when any difference arose, 
should have called down upon themselves so much pub- 
lic criticism and censure in this instance, mainly because 
of the poor judgment and ill-advised action of their lead- 
ers. But there had to be a showdown after the series of 
labor crises to which the country had been subjected in 
the past six months, and probably it required something 
of the gravity of a nation-wide railway tie-up to force 
the showdown at this time. Now that it has come and 
been met in a courageous and resolute way, it is pos- 
sible that much has been gained through the encounter, 
and that the country will now be able to settle down 
and tackle, without these frequent, costly and time- 


consuming interruptions, its primary and immediate 
economic problems, chief of which is the production of 
goods and services to satisfy pressing needs, and thereby 
halt the steady progress of inflation. 

It isn’t to be supposed that legislation growing out 
of the railway strike will prove a panacea for the cure 
of all the age-old ills of capital and labor, nor that it 
will enable us to avoid the necessity of numerous wage 
or employment adjustments, which are due in many 
cases to economic dislocations resulting from the war. 
But the decisive manner in which the rail strike was 
finally dealt with should prove salutary in many ways 
and should serve to introduce some element of stability 
into the labor picture. It should bring a more general 
recognition of the need for orderly procedure in dealing 
With wage and employment disputes. 


THE government has won a point in its wavering 
struggle to hold the price line, which has nowhere been 
more seriously threatened than by the attempts of vari- 
ous labor groups to circumvent, in one way or another, 
the formula for cost-of-living wage increases which the 
administration has applied and striven to maintain 
through all these strikes and labor disputes. 

Most gratifying of all has been the characteristically 
American way in which the decision, once the President 
and Congress had shown what their position was to be, 
was accepted by all concerned, and the speed with which 
it was made effective. Ability of a people thus to meet 
emergencies and accept democratic decisions afford the 
best proof of the vitality of the democratic system as 
we know and practise it here in America. Legislation 
enacted as a result of this particular emergency may 
prove far from perfect. But it will be recognized as 
temporary legislation, and as such it will doubtless serve 
the immediate purpose. Now it is to be hoped that the 
President’s recommendations for a long term program 
to deal more constructively with differences between 
management and labor in such a manner as to avoid 
these frequent crises and interruptions of orderly pro- 
duction will receive thoughtful, intelligent consideration 
from the Congress. 
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BROWNOUT CURTAILS 
CHICAGO SELLING 


CHICAGO, largest of the big cities 
to feel the resounding impact of the 
recent brownout, was reduced during 
those nine days to a four-hour day of 
selling (2 to 6 P. M.) in all retail es- 
tablishments. Although naturally 
stores as a whole recorded a notice- 
able drop in sales, the Boston Store 
with its own power generators, was 
the only major State Street store en- 
abled to continue its regular daily 
schedule. As a result, this store 
gained about 22 per cent in volume 
during the emergency, while other 
stores dropped from 30 to 50 per cent 
in volume. The last few days Saks- 
Fifth Avenue installed some power 
units, as did Mandel’s. Many neigh- 
borhood stores resorted to candle 
power and kerosene lamps, but this 
method of lighting only succeeded in 
giving a picturesque aspect to their 
stores. The lighting, as such, was in 
name only. It was too dim to see 
colors properly, and salespeople in 
search of merchandise had to grope 
about not always with success. 

While, of course, store management 
was not happy about the whele situ- 
ation, there were some shoe men who 
regarded it as one of those blessings 
in disguise for their particular depart- 
ments. The public continues as avid 
for shoes as it ever was during the 
days of rationing and with constantly 
tessened stocks, the curtailed selling 
periods served to diminish temporarily 
the strain in footwear departments. 

As patent suede and calfskin be- 
come more and more difficult to get, 
customers turn to Summer footwear— 
two-tone spectators and all-whites, 
wherever possible. This is true in 
men’s stores too where stocks are 
lower than they have ever been. Here, 
too, Summer lines are emphasized, 
loafers and moccasins in lightweight 
and light colored leathers, shoes of 
the leisure or sports variety. O'Connor 
& Goldberg recently featured a line 
of men’s casuals mounted on low 
wedge soles. Shoes of interlaced 
thongs have also been advanced, even 
though the Spring weather of this city 
has been registering in the 40’s and 
50’s for many weeks. 

Evidence that the public’s attention 
must be directed toward casual shoes 
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is to be seen in a large ad of The 
Fair in which a wide variety of play 
shoes was illustrated. These included 
cotton gabardines, perforated leathers, 
deerskin, and Mexican-made huara- 
ches. A large State Street window 
was also given over to the display of 


these shoes. 
* 7 * 


SALES MOUNT STEADILY 
IN NEW YORK 


“N OT enough shoes” continues to be 
the lament throughout New 
York retail stores. Sales steadily 
mount over past years’ figures while 
inventories are drastically decreased. 
In many cases even new shipments do 
little to alleviate the stock situation 
because of the custom of taking ad- 
vance orders. 

The white season is definitely on 
here with more and more requests for 
Summer shoes coming in daily. Sev- 
eral stores which received early ship- 
ments of brown and white spectators 
report complete sell-outs within a 
short time. Others prefer late June 
delivery on spectators in order to have 
them on hand at the time they are 
most needed. Although numerous re- 
quests have been made for black and 
white, blue and white, or red and 








white combinations, most retailers 
have confined their buying to the 
classic brown and white, assured as 
they are of their ready purchase dur- 
ing this critical shortage period. 

One Fifth Avenue store has had a 
surprising demand for wine colored 
shoes for Spring. Even though this 
color is usually confined to Fall wear, 
consumers are so color hungry that 
almost any kind of variation would be 
appreciated. But black nevertheless 
reigns supreme on sales lists. One 
merchant suggests that if all his shoes 
were in black he could probably sat- 
isfy more customers than he currently 
can. 

Camp buying, too, has started with 
brown and white saddles and white 
or colored moccasins taking top hon- 
crs. Casual shoes are selling well, 
both in leather and in colorful fabrics. 
Although several merchants predict a 
decline in the wedge heel for the 
dressier shoe, it remans one of the 
most popular fashions in play shoes. 

Men’s stocks are decreasing steadily 
with dual purchases becoming the rule 
rather than the exception. One high 
style Fifth Avenue store reports a few 
instances of “freak” buying where 
men have bought as many as ten pairs 
of shoes in one sitting. Naturally, 
these included numerous pairs of 
casual-type shoes. That men are be- 
coming more casual conscious than 
ever before is well evidenced in the 
marked increase in play shoe sales 
reported by every merchant. Brown 
and white men’s saddle shoes are as 
popular as women’s, and brown moc- 
casins with a white plug have stepped 
well up in the popularity poll. Slip- 
lasted wedge heel and platform cas- 
vals are much in demand now, and 
the long frustrated desire for colors 
in men’s clothes is being satisfied to a 
certain degree by the varied bright 
shades in the beige family (yellow- 
beige, green-beige, or rose-beige, for 
example). Business in these casual 
shoes has been so good that several 
merchants say each day’s receipts just 
about double last year’s figures. 

o°. & +2 
NO SALES SLUMP 
IN ST. LOUIS 


SHOE retailers in St. Louis are try- 
ing to recoup the inventory gap left 


ada 








eR OF 





ee ae 








LOH y te Meleld Trade 


by the Easter buying rush, with only 
moderate success. The evidence is that 
so many pre-Easter customers were 
forced to become walk-outs that the 
post-Easter slump did not materialize; 
at any rate it had shown no signs of 
doing so weeks later. Therefore 
stocks continue very low with inven- 
tories gaining ground only in isolated 
instances. 

Spring’s more varied styles are win- 
ning ready acceptance and are allow- 
ing women to exercise, to a limited 
extent, their desire to be more selec- 
tive than in the past. Sizes are still 
se broken, however, that many a de- 
termined woman finds herself coming 
out of a store with a shoe she had no 
intention of buying. 

White spectators are now on this 
market in volume and are going big 
and swiftly. Continuing heavy de- 
mand for black patents indicates they 





may hold a more prominent place in 
the Summer footwear picture than 
usual. Classic styles in closed heels 
and toes also are popular, especially 
in darker models which bear a white 
stitching salute to the season. Red, 
greens and navies are selling excel- 
lently. 

Demand is heavy for perforated 
white suede, but the supply is woefully 
short. Dealers invariably sell out 
shipments the day they are put on 
display. Equally popular and only a 
trifle more plentiful are gray, green 
and red reptiles and brown lizard. 
The extreme sandalized types in every 
material are going well. 

The ready acceptance here of rather 
bright color trim on such sedate ma- 
terial as black suede is surprising 
some retailers. This is regarded as 
generally a conservative style city that 
normally would be expected to go 
strongest for patent, calf, Town Brown 
and the more moderate color combi- 
nations. The fact that these “stand- 
ards” move out as fast as they can be 
obtained may indicate that acceptance 
of the vivid color combinations is com- 
pulsory. And the dealer consensus 
that women still demand quality at 
any cost, with only slight indication 
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B. SIEGEL CO. 
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B. Siegel Company, Detroit, Michigan, 
show white suede pumps with orna- 
mentation in hand painted oils, one 
of the newest features in footwear. 





of a trend to lower price footwear, 
supports this view. An example of 
the conservatism here is the thumbs- 
down reception clogs in the $12.95 to 
$22.95 range are getting. Sales are re- 
ported only fair. 

Nailheads likewise are meeting less 
favor and it is predicted they will be 
out by Fall. Meanwhile extreme plat- 
forms are doing exceptionally well, 
but the preference in them seems to 
be for leather stripping, overlays and 
cutouts. Three-quarter inch heels are 
in most favor. 

* * # 


DETROIT TRADE 
REMAINS HEAVY 


TRADE in Detroit stores remains gen- 
erally heavy, without the slackening 
off which most shoe dealers had hoped 
for this season because of the continu- 
ing grave stock situation. General 
level of stocks appears to be lower 
than at any time in the past two years 
in men’s shoes—a result of the large 
number of returned veterans in the 
Detroit area, the comparatively few 
departures from the territory of war 
workers who migrated from other 


cities, and the general resumption of 
work and spending after the settle- 
ment of the General Motors strike, 
despite subsequent uncertainties and 
layoffs. 

Typically, the J. L. Hudson men’s 
department has not been able to build 
up its stock of shoes as desired, be- 
cause of the present ratio of demand 
and supply. Turnover remains rapid, 
and the demand high in every type of 
shoe. 

Leading sellers in women’s shoes, 
where the supply situation is much 
easier today, though far from satis- 
factory, as fabrics and other types of 
shoes come into the picture, appear to 
be patents—based upon demand. 
Actual percentage of sales is difficult 
to gauge, but preference is for black 
patents, in children’s lines as well in 
many instances. Volume of trade in 
the children’s departments continues 
to be described as “terrific” by most 
merchants. Neighborhood stores, as 
well as downtown specialty shops and 
departments, agree on this picture cur- 
rently. 

Exotic shoes have come into the 
picture fairly strongly, with emphasis 
in promotions upon anything of this 
type of which there is any kind of an 
adequate stock. One reason is that 
shrewd purchasing, which has charac- 
terized Detroit’s better stores for the 
past several seasons, has resulted in 
some good buys in unexpected mar- 
kets and lines. . 

There is some emphasis upon acces- 
sories currently in store promotions, 
as in the tie-in of lizard shoes and 








bags in a current Hudson advertise- 
ment, a tie-in that is symptomatic of 
the gradual return to normal merchan- 
dising practice. 

Operating conditions in local stores 
have been improving steadily, with a 
considerable reduction of pressure of 
help shortage, now approaching some- 
thing like postwar normal. Local 
brownout, continued despite the tenta- 
tive settlement of the coal strike, af- 
fected all Detroit store operations, 
with all display lighting banned, effec- 
tive May 8. 
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Substantial Increase in Accessory Volume 
Forecast by New Survey 


Large-scale entry of shoe retailers into Thousands of Stores 

the field of accessory selling is indi- 

cated by a survey just released by the now Ready to buy 

Boot and Shoe Recorder. A conservative prospectus of returns 


’ indi huge extra market 
Analysis shows that 84.7 percent of to date indicates as 
the nation’s shoe retailers are now op- for many lines. Indicated number of 


. stores planning to buy various new 
erating accessory departments, and 81 lines ie as follows — 
percent of these expect to add still 





Number New Women's 
more new lines. of Stores Lines Wanted 
3900 Gloves te 
3705 Costume Jewe 
Most Popular Items 3022 Luggage 
‘ 2795 Compacts 
The merchants questioned, a repre- 2730 Mittens 
sentative cross-section of urban and oo — 
rural leaders in all parts of the coun- 1462 Lipsticks 
try, are now handling the following Number New Men’s 
items in established accessory de- of Stores _ Lines Wanted 
partments. 5070 Billfolds and Wallets 
3932 Suspenders and Garters 
Handbags Se RR aT 55% 3045 Neckties 
Hosiery ee ee eee 3315 Gloves 
Shoe Ornaments... ..... 56% — we and re Clasps 
Polishes and Cleaners... .. 84% 1987 Tones tite 
a a 83% 1072 Cuff Links 


YOUR NEWS IS IMPORTANT NEWS 


. . . to Recorder Readers. If you want to climb on the bandwagon of this expand- 
ing accessory market . . . if you have any news of products or policies to tell shoe re- 
tailers . . . tell it where they read it. Tell it in the pages of the Boot and Shoe Re- 
corder . . . where the industry’s leaders look first for information about the many 
new developments which are so rapidly changing the shoe merchandising picture. 
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BALTIMORE RETAILERS SEE 
BIG GABARDINE SEASON 


WITH shipments of shoes so limited, 
Baltimore shoe merchants are looking 
torward to a good Summer season for 
black gabardine shoes especially in 
high styles and with reptile trimming. 
This variation, it is hoped, will not 
only point up the shoe proper, but 
add contrast to other types and by so 
doing increase their sales in the de- 
partment. At least that’s how the 
shoe buyer at Stewart’s Department 
Store feels. Said he: 

“Some manufacturers are promot- 
ing black gabardine for early Sum- 
mer promotions. I think high style 
black gabardine will sell especially 
well if it has reptile touches in black 
and white or red reptile. They will 
sweeten up, make solid colors sell bet- 








ter as contrast in shoe display.” 

Over at O’Neill’s, the buyer expects 
a big black gabardine Summer pro- 
motion, too, since, as he said, “We 
can’t get suedes, suedes are still popu- 
lar for Spring and Summer.” 

Opel White at Hahn’s, while not so 
enthusiastic as his colleagues, admit- 
ted, however, that black gabardines 
would sell and have their place in the 
Summer shoe arena. 

Generally, business since last 
month, has been moving fairly well, 
with some calling it “level” or “just 
fair.” Children’s items, especially, 
nave dropped somewhat in volume. 
The buyer at one of Baltimore’s larger 
department stores stated, “Children’s 
business was fair with merchandise 
more plentiful. It was, nevertheless, 
not moving as well as women’s. Chil- 
dren’s shoes are slowing up, and buy- 
ing is more leisurely.” He also stated 
that patent leathers and anything in 
saddles were still top sellers for the 
youngsters. 

Merchants here agreed that white 
was selling fast, especially in high 
heels as fast as it came in with brown 
and white spectators going like wild- 
fire. Spectators in both closed and 
open models were. moving very. well. 

One buyer in a Howard and Lexing- 
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ton Street department store said that 
casuals were picking up—especially 
play shoes in fabrics. Suedes were 
not going so well in this style, pos- 
sibly because of their higher price 
range. 

Noticeable also up through the mid- 
@le of May was an increase in reptile 
shoe and bag combinations in many 
stores catering to middle class and 
upper middle class trade. Clark’s and 
Hahn’s, particularly, featured them in 
their windows. Hahn’s had an espe- 
cially fine assortment of multicolored 
snakeskin sandals in high and low 
heels, red, green, yellow and blue com- 
bination overlapped in design, blue 
alligator twosomes and also purple 
reptile combinations. The multicol- 
ored snakeskin shipment sold out so 
quickly, the manager re-ordered, and 
by the middle of May the second 
group was practically sold out. 


o ©@@ 
WHITE LEADS, BLACK 
SECOND IN MIAMI 


SHOE-DEALERS ‘in the Miami area 
are faced with very low stocks. In- 
ventories are still too low to make for 
satisfactory merchandising, and many 
of the. local shoe buyers can see no 
relief in the near future because of 
leather shortages and the general un- 
satisfactory condition of the market. 
An analysis of reports shows that 
white is again in the lead and that 
about 60 per cent of sales run to white 
at the present time. In second place, 
a most unusual situation for Florida 
has arisen—black is running to fully 
30 per cent of total volume. There is 
a growing activity in the classic two 
tone spectator pump. Black patent is 

















number one in the dark shoe picture. 

Color coordination between shoes 
and dress is and has always been nec- 
essary for the smartly dressed women. 
Now with a shortage in color the cos- 
tume is being complemented with 
black patent, or white with color in- 
troduced in piping or the platform 
sole. There is a demand for color and 
the outlook is for gayer footwear. 


The popularity of the platform con- 
tinues. One dealer declares it is be- 
cause of the great comfort such a 
sole gives to the walking shoe, par- 
ticularly during the hot Summer 
months. “This comfortable feature,” 
said he, “combined with the oppor- 
tunity a platform gives to introduce 
added decoration, makes for its popu- 
larity and it is sure to continue for a 
long time to come.” 

Heels are either very high or com- 
fortably-flat. The trend away from 
high heels has been gradual but 
eteady. Flats’ have definitely come 
back to stay. There is apparent all 
through the shoe picture a consumer 
demand for comfort. 

Spectator pumps in both high and 
low heels in white combined with 
brown, blue, black or red, have been 





outstanding in the Mary Jane shop. 
This is a. medium price number, run- 
ning in the $3.98 and $4.98 bracket. 
Nankin’s is featuring a red alligator 
calf sling pump, at $6.50. 

Shoe novelties continue to meet 
with approval, from the very high 
price bracket down to the popular 
price line. Morris Brothers has done 
well with a sisal wedgie, hand made in 
Haiti, in solid or multicolors, at from 
$4.98 to $10.98. 

At Miami Beach the Lincoln Road 
shops have been playing up novelties. 
Hertz-Ross has a red lizard, with me- 
dium heel, that has gone well. There 
is a matching bag. Delman has a very 
smart number named “teatime trellis.” 
The shoe is of openwork straps of 
milk-chocolate, sparked with gilt nail- 
heads. Cowen’s is offering an ultra- 
smart saddle stitched pump, with ex- 
tension sole. 
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FOOT Reliet is 
BIG Business! 


It’s PROFITABLE business! 7 out of 10 of 
your customers have need for one or 
more of these easy-fo-sell Dr. Scholl's 
Aids for the Feet. They make for better 
SATISFIED customers . . . produce RE- 
PEAT sales, which every merchant 
wants .. . accumulate GOODWILL for 
your business. Feature nationally adver- 





tised Dr. Scholl's Foot Comfort* products 
in your store and reap these fine 
EXTRA profits that belong to YOU! Fol- 
lowing are some of Dr. Scholl's fast- 
selling items. Stock up on them NOW. 
Send for catalog of our complete line. 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago - 62 W. 14th St., New York 











DR. SCHOLL’S ZINO-PADS 


FOR CORNS, SORE TOES, SOFT CORNS, 
CALLOUSES, BUNIONS, HAMMER TOES, 
TAILOR'S BUNIONS 


Super-Soft Dr. Scholl's Zino-pads come in 7 
sizes and shapes for these foot conditions. They 
instantly stop painful shoe friction; lift pressure. 
Almost every customer needs them. Very soft, 
thing, cushioning, protective. Separcte Medi- 
cations included in 
every box for remov- 
ing corns or callouses, 
Nationally advertised 
the yeor around, 
Retail, 35¢ bex. 








DR. SCHOLL’S FOOT-EAZER DR. SCHOLL’S FOOT POWDER 
FOR TIRED, ACHING FEET, FOR SPEEDILY RELIEVING SORE, TENDER, 
RHEUMATIC-LIKE FOOT AND LEG PAINS, HOT, CHAFED, PERSPIRING OR ODOROUS 
DUE TO WEAK OR FALLEN ARCHES FEET AND EASING TIGHT SHOES 
Dr. Scholi’s Foot-Eazer is the largest-selling Dr. Scholl's Foot Powder is another item that 
Arch Support in the world. Over 5 million pairs will prove a fast seller for you. Everybody needs 
have been sold. Highly effective for quickly this wonderfully soothing, comforting, refreshing 
relieving lor and lig ft strain, the powder. It eases new or tight shoes almost like 





cduse of pain and excessive fatigue from weak magic. Relieves sore, hot, tender, perspiring or 
or fallen arches. Fit odorous feet at once, ; : 

in any shoe like on Helps prevent Ath- a 
insole. Adjustable. lete's Foot. Nation- 
Nationally advertised ally odvertised on a 
over 40 years. bigger scale than ev- 
Retail, $3.50 pair. er. Retail, 35¢ can. 











DR. SCHOLL’S LuPAD 


A WONDERFULLY EFFECTIVE NEW 
FEATHER-LIGHT SUPPORT FOR PAIN, 
CRAMPS, CALLOUSES AT THE 
BALL OF THE FOOT 
Dr. Scholl's LuPAD is a silky-soft cushioning 
support that slips over the forepart of the foot. 
Gives the wearer a feeling like walking on cir. 
it cushions and supports the Metotarsal Arch, 
relieving pains, 
cremps, callouses, 
burning sensations at 
the ball of the foot, 











DR. SCHOLL’S SULFA SOLVEX DR. SCHOLL’S BUNION REDUCER 
THE AMAZING NEW POWDER LARGEST-SELLING APPLIANCE FOR 
PREPARATION FOR ATHLETE'S FOOT ITS PURPOSE IN AMERICA. 
TO RELIEVE AND PREVENT RELIEVES PAINFUL PRESSURE ON 
THIS CONDITION SENSITIVE JOINT AT ONCE 
Dr. Scholl's Sulfa Solvex contains the miracle Dr. Scholl's Bunion Reducer, of soft rubber, is 
drug, Suifathiazole, which is so valvable in one of the most effective devices for relieving 
fighting secondary infections often occurring in and reducing bunions and enlarged joints. Worn 
Athlete's Foot. Relieves intense itching; kills invisibly under the stocking. Helps hide the 
fungi it contacts. bulge and preserve - 


shape of shoe. Sizes 
large, Medium ond 
Small. Lefts and 
Rights. Stock up 


Wonderfully effec- 
tive, too, as a pre- 
ventive. By prescrip- 
tien only in certoin 























Flesh color, washable, states requiring it. NOW! 
Retail, $1.00 pair. Retail, 50 can. Retail, 50c each. 
DR. SCHOLL’S DR. SCHOLL’S HEEL CUSHIONS DR. SCHOLL’S 
SELF-STICK HEEL LINER | | ctr ie soto sot be to et wren. Rlave sr WALK-STRATES 
PREVENTS SHOES heels. Mode of sponge rubber, covered with y 4 imaiet aunties aaah 
SLIPPING AT THE HEEL leather. Sizes for men and women. Retail, 35< pr. SF SAVE HEEL REPAIRS 
Made of wedge shaped sponge rubber, 








toil, 15¢ pr. 
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a 
Sticks without molstening. Repairs 
worn heel linings. Made of gray suede J a hy ti an Mc 
leather. One fr er. Worn in- 
poirted sidetheshoe, 
pocket. Sizes Sizes for men 
lerge and oll and women, 
Small. Re- ° Retail, 35¢ 


LARGEST-SELLING, MOST HEAVILY ADVERTISED LINE oom. 
OF FOOT RELIEFS IN THE WORLD 
















*Foot Comfort Trade Mark Reg. U. 8. Pat. Oc. 
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St. Louis 


ST. LOUIS shoe manufacturers generally were unscathed 
by the coal-inspired railroad freight embargo, but the mar- 
gin was narrow. Materials backlogs, aided by continuing 
truck shipments, tided them over, but the consensus was 
that a week’s freight paralysis would have caused major 
shutdowns, since an estimated 90 per cent of incoming 
material and 60 to 70 per cent of outgoing products move 
by rail. 

The industry also had been largely unaffected, up to 
mid-May, by the coal shortage, with the exception of a few 
plants on the Illinois side of the Mississippi hit by that 
state’s 24-hours-a-week power conservation regulation. 

The coal situation, in fact, has been merely an incidental 
irritant secondary to the materials crisis, which is conceded 
to be growing no better. Manufacturers’ reports conflict 
somewhat according to each concern’s size, statements 
ranging from “supplies no worse than last year at this 
time” to “deteriorating steadily.” Opinions also vary as to 
whether the pinch is a result of shorter materials nationally 
or of increasing shoe production. 

Output in the St. Louis district undoubtedly is creeping 
upward, but manufacturers are tantalized by their inability 
to take full advantage of M-217’s suspension. Lack of ma- 
terials not only is frustrating them in a lush market, but 
some are hearing angry dealer repercussions from Wash- 
ington’s premature predictions that quota suspensions 
should soon mean more shoes for consumers. Manufac- 
turers here foresee no such improvement until leather, 
textiles and wood are far more plentiful. There will be 
little retail effect, they believe, except in cases where a 
factory elects to rob one line of shoes for another, in which 
event it runs the risk of losing its entire market for the 
line from which materials have been diverted. 

Most profess not to know where the materials are going, 
pointing out that new factories are not yet consuming any- 
thing like the increased amount “officially” claimed to be 
available now. Few assert production of established con- 
cerns has increased more than 10 per cent in the last few 
months, and some say shortages have forced them recently 
to reduce output below postwar normal. 

The latter report that tanners have reduced their leather 
allotments the last two months, usually blaming the import 
situation for this development. If the trend continues 
another month, said one manufacturer, many firms will 
begin to lay off workers—the workers they sought so fran- 
tically six months ago. 

Among scarce leathers, supply of black calf continues to 
be rated as worst, followed by colored calf, suede and 
patent. Many shoe factories report that tanneries are 
alloting them only small percentages of their calf and 
suede orders with a few declining all new orders. 

Lining textiles and heel wood are currently reported 
shorter than leather. Some manufacturers had turned to 
faille linings, but these, too, have become scarce now. 


a 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mattapacturing nd Mentos 


Heel lumber is in exceptionally heavy demand and short 
supply, a situation which would have caused shutdowns of 
many high style footwear plants had the rail embargo con- 
tinued. One manufacturer summed up his inventory emer- 
gency with the disclosure that in one week he received 14,- 
000 pairs of heels and shipped 40,000 pairs of completed 
shoes. Lacking relief, he plans to begin laying off em- 
ployees within the next two weeks. 


J 
Chicago 
Any man who makes any predictions at this time about 
the shoe industry is either a genius or an utter fool, and 
he’s more likely to be the latter, according to the general 
opinion of men in the industry here. Just when they arrive 
at a conclusion that such-and-such conditions can be 
anticipated, along comes a completely unforeseen emergency 
and pouf!—all previous thinking is out the window. 

With the sudden and drastic curtailment of working 
hours caused by the coal strike, the industry was thrown 
into a temporary state of confusion as tanners and manu- 
facturers sought to arrive at a working plan. With a daily 
schedule reduced to four hours (from 2 to 6 P.M.) it was 
obvious that the footwear industry had received yet another 
paralyzing shock. Although the dim-out lasted only nine 
days, yet there remained the possibility that the situation 
might be repeated, since coal miners were only working 
on a two-weeks’ truce. And what Mr. Lewis had further 
hidden behind those bushy eyebrows was still a matter 
of anxious conjecture on the part of industry and John Q. 
Public. 

Then the railroad strike loomed as an ugly possibility. 
And so even though the manufacturing of shoes was able 
to proceed at its so-called normal level (and that isn’t nor- 
mal at all!) to what good if there was the possibility that 
there might be no carriers to transport the manufactured 
product to the retailer? The manufacturing of shoes is not 
only related to the tanning industry or the leather supply. 
Cotton, steel, tacks, wood, and thread are also necessary 
items in a shoe. And thus as strikes or shortages hit these 
lines, shoe plants are soon affected too, sometimes quickly, 
sometimes after a longer period of time. 

The steady growth of the black market in meats has had 
a very definite repercussion in the shoe industry. The 
Tanners Council estimates that in April only 715,000 cattle 
were slaughtered under Federal inspection, while in the 
same month a year ago 979,000 were killed. Using the 
first quarter of this year as a barometer of conditions, the 
Council points out that 3,645,000 were slaughtered as 
against 4,624,000 a year ago. The sharp difference in 
these figures accounts for the number of animals which 
are consumed in the black market. In the black market, 
skilled and experienced butchers and operators do not 
skin the carcasses. As a result many hides reach the tan- 
ners which are badly torn, cut, and scarred. Thus fewer 

[TURN TO PAGE 93, PLEASE] 
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HEALTH SHOES 





EVEN before the war years, orthopedic, or health shoes, 
asserted their importance as witnessed by an in- 
creased demand for increased foot comfort by many 
persons who require specially fitted shoes. There are 
men and women in all walks of life who find it difficult 
to go into a shoe store and be correctly fitted. In many 
cases, because of individual foot construction which 
may not be quite normal, a definite type of shoe is 
urgently needed. Now, with the accumulated strain on 
feet developed during the last few years of increased 
foot activity, health shoes deserve even more important 
consideration. At the same time, there is need of a 
special and more professionalized approach in selling 
them. 

In Philadelphia, Stanley Berger has been in business 
since 1932, serving people with hard-to-fit feet. Mr. 
Berger heads the largest exclusive Dr. Locke shoe store 
in the country. Although this store has been estab- 
lished for many years at its Sixteenth and Chestnut 
Streets location, increased business is making it neces- 
sary to expand the amount of selling space. Architects 
have completed plans whereby an entire building will 
be constructed on Chestnut Street to house the health 
shoes and to provide more spacious surroundings for 
customers. This store will comprise three floors and 
promises to be a modern and attractive structure. 

“For the successful retailing of health shoes there 
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Need 
A New Approach 


Sympathetic, Understanding Attitude 
Necessary for the Salesman Who Would 
Sell Corrective Types Successfully, Says 
Stanley Berger, Head of the Dr. Locke 
Shoe Store in Philadelphia. Individual 
Foot Requirements Must Be Studied in 
Order to Provide Comfortable Footwear 


STANLEY BERGER, 


Dr. Locke Shoe Store, 
Philadelphia, Pa. 


must be an attitude separate in approach, service, and 
selling,” says Mr. Berger. “Many stores do not regard 
this for what it is worth. They do not attach sufficient 
importance to the sale of these shoes. Orthopedic shoes 
should have a separate department or space. Qualified 
fitters should be in the department to take proper care 
of the customers. In our store, every sales man or 
woman has had ten basic years of shoe selling before 
the study of simple foot anatomy. This knowledge is 
used only in fitting shoes and not to offer medical 
advice. 

“Each customer has a foot problem to tell the sales- 
person. In turn the salesman must have a sympathetic 
understanding of the customer’s shoe requirements plus 
a broad knowledge of the type of shoes that his store 
carries in order to fit customers to give the best results. 
The average department store neglects to do this, many 
family shoe stores attach little importance to this and 
some chain stores attach no importance to it. 

“The field of corrective shoes is a very profitable one. 
Only simple basic colors are involved, such as black, 
brown, navy, and white. Customers do not expect high 
style shoes when comfort is foremost in their minds. 
Because of the staple colors and patterns of these shoes, 
markdowns are very limited. We have never had a 
sale; this would be of no interest to our type of cus- 
tomer. [TURN TO PACE 78, PLEASE] 
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The Neater Look Is Campus Bound 


[CONTINUED FROM PAGE 54] 


lines; softness, comfort in the lowered 
heels; simplicity of outline; ease in 
slipping it on. She wears it on the 
campus in calf or suede, she wears it 
in the dormitory as a slipper in color- 
ful fabrics, she wears it at formals in 
shining gold or silver. 

For general campus wear the moc- 
casin and saddle are, of course, still 
most popular, but variations of these 
types have caught on well. The gypsy 
seam step-in, the low-heeled tailored 
sling, the wedged pump, the ballet 
shoe—these are neater looking, and 
these have more style appeal to catch 
the eye of new male students. The 
shoes illustrated on our campus page 
then have the kind of comfort and dur- 
ability needed for the campus, and at 
the same time are chic enough to be 
good accompaniments to movie date 
suits or town-shopping toppers. 

The scuff and ballet slipper are dor- 
mitory favorites, and for colder nights 
perhaps the shearling or knitted boot. 
But casuals have their place in the 
dorm too. For between-classes, loung- 
ing or evening studying, fabric casuals, 
often on wedge heels, are popular. 

For date dresses, the slim pump is 
tops as it continues to be with most 
women, with the d’Orsay running a 
close second. The asymmetric sandal, 
started as the Naked Genius, is still a 
high favorite of the college girl whose 
interest is always directed toward the 
different, the new things in clothes. 
Heel heights for dress wear vary. Both 
the high and the low are favorites for 
off-campus dates or informal dances. 


In ready-to-wear fashions the girls 
are just as conscious of that simplicity, 
comfort and serviceability as they are 
in their shoes. Their clothes on com- 
pus are still rugged and boyish looking, 
and there is much evidence of “his” dis- 
charge in the many khaki shirts, pea 
jackets, and battle jackets worn. For 
classes the neater look is more essential, 
and the majority favor the perennial 
sweater or blouse and skirt. Joan Car- 
vajal, one of our college correspondents 
who attends a big Mid-West co-ed 
school, writes: 

“The sweater and skirt with pearls is 
the universal outfit on campus. The 
belted sweater fad was taken up pretty 
quickly here. As a rule sweaters are 
neater with little of the ‘sloppy Joe’ 
look.” - 

For “date-bait” as another of our 
correspondents puts it, smartly tailored 
dresses or suits ranging from sport 
tweeds to softly fitted dressmaker types 
sre worn. Dresses are usually limited 
to dance nights or “important” dates 
in the city. 

Renee Webb, who is studying at a 
Southeastern college, gives us good 
fashion news in the following: 


“When it comes to dresses of a solid 
color, we prefer black, navy blue, brown 
or pastels. No glaring reds, greens, or 
blues. We like the pastels to show off 
our belt collection that we are so proud 
of. Woven belts of any color, width, or 
shape, or brightly colored belts, studded 
with nailheads or cat’s eyes. Self-belts 
are always a good bet, as are broad 
belts of natural leather, fastened with 
two or three small buckles.” 

Hair styles are perhaps most indica- 
tive of that careless freedom so char- 
acteristically collegian. The long, loose 
bob or page-boy still reign supreme, 
with a new interest in bangs. From 
Beverly Bowen, of a large Eastern col- 
lege boasting some male students now, 
comes news of a new hair ornament 
that is quickly becoming popular. 
“Plain velvet bands‘are still worn, but 
the newest hair ornament is a large 
tortoise shell barrette worn low on one 
side of the hair. These are new this 
year and seem to be a definite style 
trend.” 


Health Shoes Need 
A New Approach 


[CONTINUED FROM PAGE 77] 


“We endeavor to conduct our business 
so as to give customers a feeling of ser- 
vice. We try to eliminate, in the man- 
ner of speaking, any phase that might 
lead a customer to think she is being 
sold. Of course, in fitting feet that are 
not regular in form, there is only a 
certain amount of help that the correc- 
tive shoe store can do. Salespeople in 
these stores try to study the contour of 
the foot and give relief from pressure 
in the wrong places so that the person 
who is walking or working gets a maxi- 
mum amount of foot comfort and relief 
from individual sources of foot strain. 
The style trend is minimized for com- 
fort, and there is little more fashion 
without sacrifice to comfort.” 

At the inception of the Dr. Locke 
shoe store back in 1932 only four shoe 
lasts were carried. Greater needs of 
individual foot requirements were real- 
ized by constant efforts in the direction 
of perfected foot comfort. Today 14 
different shoe lasts are carried. 

Throughout the store there is a pro- 
fessional and conservative air. There 
are no elaborate decorations. The pre- 
vailing attitude is calm and unhurried. 
The type of customer who walks into 
a shoe store of this kind is intelligent 
enough to know that properly fitted 
shoes can lessen the bother of foot an- 
noyances and make for happier active 
feet. What this customer requires is 
individual attention given in a dignified, 
easy, attentive manner. All salesmen 


and women working here wear a uni- 
form short, lightweight, beige coat 
which carries out the general profes- 
sional tone of the store. 

No pressured or unusual advertising 
is done here, but there are ways of let- 
ting the public know that the store car- 
ries health shoes for increased foot 
comfort. A radié announcement pre- 
cedes the Walter Winchell program 
over a local network on Sunday nights 
and is also heard over WFIL’s Break- 
fast Club. A newspaper ad appears 
about once a week and a circular an- 
nouncement is mailed to customers 
three times a year. 


Will You Give 
That They May Live? 
At this moment a quarter of the 


world's population is facing death from 
sheer starvation. 


President Truman says: “More people 
face starvation today than in any war 
year, and perhaps more than ia cll the 
war years combined. The United States 
and other countries have moved food 
into stricken areas in record amousts, 
but there is a constantly widening gap 
between essential minimum needs and 
available supplies." ; 


Diseases caused by maiautrition are 
taking a heavy toll in human lives. 
Plague, already sweeping Ching, may 
well spread to other continents. An of- 
ficial observer reports, “People are dy- 
ing in the streets and fields." 

The Emergency Food Collection, now 
under way throughout the United States 
on behalf of UNRRA, assumes great sig- 
nificance in this world famine. Its per- 
pose is to supplement the minimum sub- 
sistence diets planned for in UNRRA's 
general relief program. 

Both food in tin cans and money to 
buy food are sought. Every penny con- 
tributed will be used to buy more food. 


The collection was undertaken because 
millions of people in this country want 
to make direct and contribae- 
tlons to help save lives of war victims 
overseas —fto “give that others may 
live”. 

The contributed food will be distri- 
buted free, without discrimination, on 
the basis of greatest need. 


The success of the collection depends 
@ good deal on the support of the wo- 
men of America—the women who buy 
food for the home and who can save 
food in the home. 


Among the kinds of foods needed are: 
milk (condensed, evaporated, or dried), 
meat, fish, 
baked beans, stews, soups, 
juices, and vegetables. Handling and 
shipping problems restrict the collection 
to foods canned in fin. 


Feod collection depots have been 
established in every community in the 
United States. Those who wish fo make 
cash contributions may do so through 
their local committees. If more conveni- 
ent, checks or money orders can be sent 
to national headquarters of the Emer- 

Food Collection, 100 Maiden Lane, 

w York 7, N. Y. 
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Let a Great Name help you sell Rubber Footwear 





CUSTOMER: What kind of overshoe is that? 


DEALER: It’s the “Town and Country” Boot ...a 
brand new style. It’s unlined and is much lighter and 
more stretchable than regular galoshes. What’s more, 
it does double duty. 


CUSTOMER: That’s only one duty. What’s the other. 


DEALER: For lighter snow and regular town wear, wear 
the trousers outside, and it looks as if you’re wearing 
a dress rubber. 


siesta. | 


CUSTOMER: What do you mean, double duty? 


DEALER: In deep snow, tuck the trousers inside the 
boot, like this. - 


~ 


| 


es ot ‘ wag : 
Sure eS 223 


DEALER: And here’s something special . . . you don’t 
need to use your hands in taking them off. Simply put 
your foot on the extended heel of the other and— 
presto—off it comes. It’s made by B. F. Goodrich. 


CUSTOMER: Say, that really works. But then I’ve 
always found you could depend on all B. F. Goodrich 
products. 


Your customers know the name B. F. Goodrich and whot it stands 


for in the field of rubber research. They know that on rubber and canvas 
footwear the B. F. Goodrich name is their assurance of real service, comfort, 


B.F Goodrich 


and wear. It's your assurance of a satisfied customer who'll be back again 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 


FIRST IN RUBBER 
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THE KRIPPERDORF . 


Pe | 
WORF Foot REST 


Kid sister thinks only of looks — gran’ma only 
of comfort. But from 25 to 55, a woman appre- 
ciates the combination of style plus fit that makes 
Krippendorf Foot Rests an outstanding shoe. Thirty 


years of Foot Rest preference will bring 


her back 


to your store again and again. 


The Krippendorf - Dittmann Company 


Cincianati, Ohio 


New York Showroom: Marbridge Building 


A 7f PLE M Ae 


FOOT REST 


SHOES 


v 
CRierexiel’ 


Mos? styles $7.95, a few $g-95 
Slightly higher Denver West 


* Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 











Paris Sends Us Her Best 
[CONTINUED FROM PAGE 57] 


a “boot” silhouette should be noted; 
along with that, the high-riding front 
with the open back. The bulky look is 
a trend to note, in street as well as in 
sport and walking types. Color con- 


with purple stripe, the 
is made of the same material. 
designers will be interested 


to note that open toes appear, for the 
most part, in sandalized types where 
a toe opening is an integral and natural 
part of the shoe design. In shoes of 
this kind, as well as in some of the 
high-riding shoes with covered-up 
fronts, there is a strong trend toward 
tying the shoe at the ankle, either with 
a strap or with the top of the high 
shoe, 

As in the shoes, so in the handbags, 
gloves, hats and other accessories in- 
cluding real jewels and sunshades, the 
most meticulous care has been given to 
the designing, and 
of these important items of apparel 


with the entire costume. American 
manufacturers and retailers will note 
with interest that pouch bags and 
medium size bags are accented. Over 
shoulder bags are shown but they are 
in a minority. 

As to the actual clothes—the dresses, 
suits and coats—the first impression is 
of a bewildering variety; a second sur- 
vey shows strong trends here as in the 
shoes. In evening clothes—and what 
wonderful evening clothes they are!— 
long, bouffant skirts and tiny waists 
seem to predominate, but they are slim- 
mer silhouettes, too, some with the 
beautiful draping recalling pre-war 
Alix models. Topping these evening 
gowns are wonderful coiffures, fre- 
quently feather-bedecked, created by 
the leading French hairdressers. 

In daytime clothes there is the same 
trend to fullness below the waist which 
accentuates the ultra-slender waistline. 
In suits and two-piece dresses the full- 
ness is in the longer jacket or tunic 
tops; the skirt is narrow. Hats are 
often large with soft romantic looking 
brims. There is a soft look in all the 
clothes, even the tailored ones, which is 
achieved by soft looking shoulders, 
round looking bodices, the softer, fuller 
skirts below the slender waists. 

The exhibition, for which there is an 
admission fee of one dollar, is for the 
benefit of l’Entr’Aide Francaise and is 
presented by American Relief for 
France. It will remain open to the 
end of June. Hours are weekdays: 11 
A. M. to 10 P. M.; Sundays: 12 noon 
to 6 P. M. Three foremost artists were 
responsible for the presentation: Chris- 
tian Berard for the general presenta- 
tion of the miniature theatres; Boris 
Kochno for the arrangement of the 
figures and the lighting; Georges Gef- 
froy for the interior decoration of the 
exhibition. The wire figurines were 
created by Jean Saint-Martin from de- 
signs by Eliane Bonabel; the faces 
moulded from original sculptures by 
Rebull. Designers of clothes, shoes and 
accessories are too numerous to men- 
tion. 


Executives Promoted by 
Regal Shoe Co. 


Boston, Mass.—Two new vice-presi- 
dents have been elected by the board of 
directors of the Regal Shoe Company, 
Whitman, Mass., according to an an- 
nouncement by John J. Daly, president 
of the company. 

William H. White has been elected 
vice-president in charge of store per- 
sonnel and public relations, and John S. 
MacKenzie has been elected vice-presi- 
dent in charge of factory purchasing. 
Mr. White, who has been with Regal 27 
years, was assistant sales manager. Mr. 
MacKenzie, with the company since 
1924, has been leather buyer. 

The Regal Shoe Company operates 66 
retail shoe stores throughout the coun- 
try, with factories at Whitman. 
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J-INTERNATIONAL 


3120 EMPIRE STATE BUILDING e NEW YORK 1, N. Y. 


A Retailers of Fine Footwear 
For Fall Delivery 
140,000 Pairs 
Distinetive lmported Pootwear 
Sy 


ors 


To retail from 


*14.95 tv ¥37.50 


Distinction in shoes involves many factors 
including 


LZuality - Fit - Design - Leather - Fabrics 
and 


Workmanship by Master Craftsmen. 


No quotas - No color restrictions - No leather restrictions 


Franchises available in some ctties. 


You are cordially invited to review our showing at the above new address. 
May we suggest you call early! 


_ JOHN J. HOLDEN 
In Attendamce: > NIELS, GRIFFIN 
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The Problem of the Liberated Foot. 


some, and completely neglected by 
many, that demands a reckoning sooner 
than is realized. It is folly to evade 
the truth that women’s feet are tending 
to be wider; and, especially with the 
adolescent girl, longer. A moment’s re- 
flection can effect a panoramic mental 
view of the physical changes in feet 
that have now become happily acquaint- 
ed with lowered and flat heels, with 
cushioned wedges, wide-open sandals, 
sloppy-joe loafers, schoolgirl saddle ox- 
fords and the whole gamut of comfort- 
giving shoes and play shoes that have 
set the fashion the past half-dozen 
years. Synthetic and fabric uppers, 
the beachwear-casual types and low 
heeled formals have contributed gener- 
ously to this parade that is rapidly call- 
ing the turn on the passing of the era 
of chiropody. 


Feet Growing Larger? 


Deeply rooted in the heart of current 
footwear styles lies the neglected issue. 
What size shoe does our 18-year-old 
American lady wear? What size will 
she wear at 28?—at 40? The cramped 
5%A of our 1923 flapper is today an 
unhappy 6%C or 7D. Will this occur 
in 1969 to our average size wearer of 
1945? Consider how rapidly our foot 
revolution demanded acceptance by 
manufacturer and by consumer tHe past 
twenty-five years. Then reflect upon 
the current phase of developments that 
spell future requirements, amid short- 
ages and other problems that may turn 
our attention from their vital impor- 
tance. 

A few of our newer manufacturers 
are attempting to emulate our long- 
suffering, established suppliers who 
have always produced shoes for the 
larger and wider foot. However, these 
are little more than a sweetener. Prob- 
lems doubled, material scarcer, ceilings, 
quotas have been more devastating to 
these vendors by far, than to producers 
of regular sizes. But the silver lining 
is about to break through the cloud of 
war and postwar conditions. 

The shoe departments of Lane Bryant 
retail stores and mail order divisions 
have nursed the griefs and disappoint- 
ments of many thousands who have 
come to us through past decades with 
foot problems that we have made it 
our business to solve. The war deprived 
us of much of our ability to fulfill this 
growing obligation, and the present 
period of uncertainty has further cur- 
tailed our promise of aiding increasing 
numbers. That is an alarming situa- 
tion; that accelerating proportion of 
women and girls who daily beseech us 
to fit them in shoes, slippers, casuals 
and wet weather accessories. Not that 
every retail shoe salon isn’t experienc- 
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ing this pinch of lowering inventories, 
but much more so because of the fla- 
grant shame of a figurative handful of 
shoemakers who cannot in normal times 
satisfy the demands in the outsize or 
oversize category of footwear. 

The trials we have undergone re- 
cently and the tasks we now face have 
long since taxed our resources so far 
beyond their capacity to produce suffi- 
ciently that the problem is quite out of 
hand. These women, whose number 
seem to have tripled prewar require- 
ments, will insist upon recognition until 
we or our colleagues are compelled to 
recognize and satisfy their desperate 
wants. A veritable landslide of profit 
awaits manufacturers who will join the 
established producers of oversize foot- 
wear for women and turn their atten- 
tion to these consumers’ needs as soon 
as restrictions slough off and general 
market conditions of raw materials 
ease. 


The Neglected Customer 


Ask your supplier of lasts about the 
crying appeals he has had to decline in 
this category, and it will be crystal 
clear that this is no wild-eyed product 
of a shortage-complexed fancy. The 
need is with us now. Should the 
thought of jumbo size, homely shoes be 
disturbing to your sense of styling, do 
not be misled. Fashion and style are 


the keynotes of the successful shoe for 
cur young and old patrons of the 8 to 
11, or, up to EE feet. The challenge to 
our stylists should in itself be irresis- 
tible. 

Though it may not have touched all 
of us, the age of relaxed feet has ar- 
rived. Coupled with new constructions 
and artistic designing, styling has truly 
opened up an entirely fresh vista of 
possibilities, Our shoe artisans are our 
finest stock-in-trade. While postwar 
business has been gasping for its sec- 
end wind, they have outdone themselves 
in creative propensities, and surely 
must sense the call of this crying need, 
and be eager to assist manufacturers in 
the shoe-reconversion period upon 
which we are now embarking. 

We of the shoe industry can recog- 
nize responsibility. We, of all apparel 
trades, have been much harassed by 
regulations and rationing. Certainly 
this has strengthened us to tackle any 
problem. The shoe problem of the 
larger-footed American woman is our 
own baby. Our technological advances 
have given her a foot freedom that has 
permitted foot expansion. The growing 
girl is a taller, bigger woman than her 
mother was. What are we doing about 
it! Are we really extending ourselves? 
We can, and we must service the young 
American women who fall into this clas- 
sification. Here is an early harvest for 
the alert industrialist. 





Modern Shoe Salon Planned for Namm’s 


y 
Leyout and design aims to “surround the customer with 
Stock will be concealed, but easy access will be possible for salespeople and cus- 


ight woods, concealed lighting, decorations in 


g pastel 


r will be featured. Morris Lapidus is the e 





Step-in in black gabardine, 
throat insert of black calf 


Step-in in black suede, 
black calf trimming on vamp 


ere 


in the 
closed styles a / : "i coeennaniae 


with plastic buttons 


Tae mountinc TREND towards step-ins and other types of closed 
shoes calls for more elasticized fabric®and leathers. Whether you 
buy materials to make shoes or buy shoes to satisfy the consumer 
you have exactly the same objectives—a reputation for quality and 
customers that come back. 

You can have no better guarantee of quality and dependability 
in elasticized shoe materials than the “Vamos” stamp. These ma- 
terials are all designed and perfected by Alfred Vamos himself, the 
inventor and original patentee of the stretchable shoe. Specify 
“Vamos” when you buy materials or shoes. Alfred Vamos, Inc., 
hopes to be able to fill customer requirements for shoe backing 


materials made with “Lastex” yarn. 








ALFRED VAMOS, INC. 


QUALITY SHOE MATERIALS 
406-416 Marbridge Building ° 47 W. 34th St., New York 1,N. Y. . Tel.: Wisconsin 7-8827 
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MULTIPLE INSERTIONS IN [ | FE 


\¥ 
Because they are more outstanding than ever in their by ~~ 
styling this Fall, we're stepping up the American Gentle- 4 tegen J 00 
man advertising schedule and brightening it up too, with 622 B22 
a beautiful full color page, which three million readers pistant points suGHTLY HIGHER 
of Esqume will see. The Fall series in Lire comprises four 
quarter page insertions, September 9th and 30th, October 21st and November 11th, 
telling the “Outstanding On The American Scene” story to its readership of twenty- 
two million. Even though you have several customers for every pair of American 
Gentleman Shoes* you receive today, this sales compelling advertising is building a 
growing acceptance for the future, quite as surely as each American Gentleman sale 
you make enhances your reputation for selling fine men’s shoes. 


*Current American Gentleman production reserved for established dealers. 


AMERICAN GENTLEMAN DIVISION, caavvocx-rerry snor conr., LyvcuBuRe, vA. 
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GENUINE MEXICAN HUARACHES! 
Special Purchase enables us to offer this low price! 


SCHNEIDER SHOE 
1404 Washington Ave. 


Packed 36 pair 
women’s 3 to 8 
IMMEDIATE 
DELIVERY 


ALL LEATHER 


COMPANY 


St. Louis 3, Mo. 
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place them in a natural, compact unit 
with no two of them more than 200 feet 
apart and all easily visible from the 
intersection of School and Tremont. 
Their combined age, based on the length 
of time they have been part of this 
School street unit, is more than 190 
years. And lest it be inferred that this 
is a shoe community currently operat- 
ing under a momentum acquired in 
years long past, it should be noted that 
two of the seven have elected to locate 
there within the last six years—one, the 
Curtis Men’s Shoe Store, an entirely new 
venture established in 1940 and located 
at 23 School street; and the other, the 
J. L. Esart Co., which, organized in 
1916, moved to 292 Washington street 
five years ago. 

Twenty feet away from the Esart 
store is the oldest company in the unit 
and one of the oldest in the city—the 
Graham Shoe Company. Organized in 
1873 by John R. Graham and known 
for many years as Graham & Co., its 
store for about 20 years was at 4 Water 
street in what was then the nerve cen- 
ter of Boston’s export-import business. 
The store was moved to its present loca- 
tion at 280 Washington street in 1892. 

The oldest store on School Street 
proper, however, in Coes & Stodder, es- 


tablished either in 1892 or 1898 by C. 
W. Coes and F. F. Stodder. Although 
its corporate name was as given above, 
until 1921 it was also known as the 
London Boot Shop and sold men’s fine 
dress shoes for from $5 to $8. It is 
certainly at least one of the first stores 
in the city to have sold shoes designed 
specifically for golf. Pictured in the 
company’s 1897 catalog was the “golf 
and cross country boot,” described as 
having “rubber semi-globes” inserted in 
the outer sole and with leather caulks 
attached by screws to the heel. Its re- 
tail price was $7.50. Featured in the 
same catalog were “bicycle balmo- 
rals”—high shoes with russet calf up- 
pers and elk leather soles at $3 per 
pair; and the same idea in an exford for 
25 cents less. Shown also in that cata- 
log were two lasts which are still in 
the store’s stock. 


Shoe Family Relations 


Coes & Young, now in the Parker 
House building at 56 School street, was 
a partnership composed originally of 
one of the founders of Coes & Stedder 
and Frederick E. Young, at that time 
head salesmen for Coes & Stodder. The 
original Coes & Young store was next 
door to Coes & Stodder, then at 10 





meson ste 


School Street, but since expanded to 
take in also the store at No. 14. 

The Nunn-Bush store was originally 
located about 25 years ago at 6 School 


| Street, moving from there to 23, where 


the Curtis store is now, and jumping 
across the street to its present location 
et 20 School Street a few years ago. 

The French, Shriner & Urner store, 
operated by the French, Shriner & 
Urner Retail Stores Co., opened at 18 
School Street in May, 1935. A single 
wall separates this store from the 
Nunn-Bush store. 

The price range of this seven-store 
unit begins at $5.95 and ends at $27.50. 
While impossible to determine with any 
degree of accuracy, a good guess would 
fix the average price at about $11. 


Nobody Knows Why 


No one knows how School Street got 
that way—why it became the mecca for 
£0 many men in search of so many 
shoes. Since its desertion by the early 
families of Boston who had their resi- 
dences there, it has always been the 
business habitat of artisans—custom 
luggage and saddle makers, publishers, 
printers and engravers and even cus- 
tom hat manufacturers. There was a 
shoe store there as early as 1830 but 
no record of its ownership exists. Some 
time later, three custom shoemakers 
whose surnames were Brown, Wood- 
worth and Connelly, had their shops on 
the street. 

Realtors theorize that the street first 
became a desirable location at least for 
small shops, when the entire business 
district on the lower side of Washing- 
ton street was rebuilt following the 
disastrous Boston fire of 1872, and from 
which conflagration, which the street 
escaped, it emerged as a reasonably 
low-rental area on the edge of the 
newly-built insurance and financial dis- 
tricts. Even this does not wholly ex- 
plain the School Street men’s shoe phe- 
nomenon, however, for it was a full ten 
years after the completion of the new 
business district before the founders of 
Coes & Stodder and the Graham Shoe 
Co. elected to establish themselves 
there, and by that time the accepted 
location for stores selling fine shoes was 
five blocks away—on West Street and 
on Tremont near West. 

The only explanation holding water 
is to be found in masculine psychology. 
Not inhibited by the shopping-center 
complex, their shopping forays will 
take them to any district in which they 
can get what they want. This hunch 
apparently was played by the earlier 
shoe merchants and it paid off. Others 
followed in their wake. 


Adding Shoe Salon 


Marton, Inp.—Moving to new and 
larger quarters, the Alice Phillips 
Shoppe is adding a new and complete 
shoe salon, in addition to enlarging a 
number of the former departments of 
the store. 
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Not Just A Catch Phrase 
But A Fact You Can Demonstrate 
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TION in leather covered platform 
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By actual test in sub-Arctic temperatures, these com- 
bined materials and construction features in both 
Stadium Boots and Sun Valley Boots withstood cold 
down to “40° Below Zero”. 
Genuine Leather Uppers 

Tuis Fall again there will not be enough Stadium Boots* and Sun Rich Shearling Linings 

Valley* Boots for every man and woman who wants and needs a pair. 

Every pair you sell, therefore, must be sold more intelligently. 

Stadium Boots and Sun Valley Boots are sound cold and wet weather 

leather boots . . . in no sense just another overshoe. Your customer 

should understand that they are water repellent and that the reason 

why they are cold proof down to the Arctic temperature of 40° Below 

Zero are a combination of materials and construction features unique 

to these two boots. These features may be quickly and graphically 

demonstrated by the cross-section illustration shown above and right. 

With it you can make every sale of Stadium Boots and Sun Valley 

Boots register their “40° Below Protection” for the profitable years 

when both of these boots will be in more plentiful supply. 

*Trade Mark Reg. U. S. Pat. Off. 
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ae TWO smart solutions to the Teenette's dress 
\' like-big-sister problem. Thrill them with these 
two: “Wishbone” and “First Date They'll 
\ sell like Nylons this Fall. Flexible California 
Process, Genuine leather Soles, 8/8 heels, 
Sizes: AA-6 to 9, B-4 to 9. Onder. gears now! 


720—Black Plastic Patent . 3.25 No. 710—Black Plastic Patent . 3.25 
Ro. 722—Black or Brown Suede 3.25° No. 712—Black or Brown Suede 3.25 
724—Black or Brown Elk . 3.25. No.714—Blackor Brown Elk . 3.25 
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WILLIAM | COHAN COMPANY 


tors of Casuals Sport Shoe Slippe 


LS STREET CHICAGO 6, ILLINOIS 





Shoes Play Part in Atom Test 
[CONTINUED FROM PAGE 51] 


The following types of shoes were selected as repre- 
sentative of military footwear: the combat boot, shoe 
pac, arctic felt shoe, mukluk and the 12-in. all-rubber 
overshoe. In addition, various types of socks were 
included. 

Two cartons of each of the five types of footwear 
have long since been shipped to Bikini. Each carton 
contained two dozen pairs. 

The footwear will be placed on 19 different ships out 
of a total of 74 which are to be guinea pigs for “Opera- 
tion Crossroads.” 

Quartermaster teams were dispatched to assure 
proper placement on the ships so as to cover all possible 
effects of the bomb. 

Certain layouts of shoes will be made to insure direct 
exposure to the blast. Others will be laid out to receive 
the heat and radiation caused by the bomb burst. 

A portion of the shoes will be packaged, for the im- 
portance of proper packaging cannot be minimized. The 
direction of the blast will also be studied carefully in 
regard to packaged and palletized loads to determine 
the necessary steps for future storage of footwear and 
other items. It may well be that as a result of the test, 
new packaging methods will have to be developed using 
materials such as spun glass, plastic and metals. 

Some of the footwear will be secured, for it is pos- 
sible the blast will blow many of the items miles away 
or destroy them completely. 

Footwear will not be tested on any of the islands. 

Aboard the ships the shoes will be placed above 
decks, but will be so placed, in some instances, to obtain 
results comparable to below deck storage. 

The tests will provide complete knowledge of the ef- 
fects of atomic energy on footwear for the first time in 
history. Both the grain and flesh sides of leather will be 
subjected to the blast as the combat boot bears a cuff of 
grain leather, while the remainder of the upper has the 
flesh side exposed. Shoe construction, laces, eyelets, 
stitching, soling materials, nails, tacks and all other ma- 
terials going into shoes will be subjected to the blast, as 
well as rubber footwear. Plastics and textiles, in addi- 
tion to other materials going into shoes, are also 
included. 

Cameras and many scientific instruments will record 
some of the results when the bomb bursts in the air over 
Bikini. Other effects will be determined from direct in- 
spection by qualified experts. 

As soon after the test as it becomes safe to enter the 
area, an on-the-spot inspection will be made. The foot- 
wear will then be shipped to the United States for a 
more detailed inspection. 

The results are obviously unknown, but possibilities 
are unlimited. For example, if it is found that leather 
retains radiant energy, the entire shoe industry might 
be revolutionized. [TURN TO PACE 95, PLEASE] 
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is the leather that sells your shoes 
when the customer calls the tune 


These days the customer is likely to take what he 
can get. But what about the time (and it is 
coming) when the shoe is on the other foot? 

Shoe retailers who look ahead are preparing 
now to build and protect the good-will that 
means steady, profitable repeat business when 
the customer again enjoys free choice. 

Normandie Calf — a bright star in the foot- 
wear firmament — is a valued ally in this 
campaign. One of the famous Gallun vegetable 
tannages, Normandie Calf has a beautiful 
hand-boarded grain and glazed finish. Its supple 
softness raat 2 healthful comfort from the 
first step. This softness remains for the life of the 
shoe, despite repeated wettings and dryings. 

As the Gallun leathers become more 
plentiful, increase the proportion of Gallun 
numbers in your stocks. Order from leading 
manufacturers. A. F. Gallun & Sons 
Corporation, Tanners, Milwaukee, Wis. 





EYELETS 











MEN’S EYELET COLORS ENAMEL FINISH 





FALL and WINTER 1946 OUR NUMBER 
Yankee Brown 302 
Indian Tan 300 
Tawny Tan 300 
Reddish 190 
Golden Tan 300 
Black 100 


, shoes and many others of 
similar design, now in volume pro- 
duction, are fitted with Aluminum 
Eyelets — blind and surface types. 
Shipments are made promptly on 


all standard sizes, colors, and types. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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YOU'LL BE UNVEILING 
NEW STYLES 10 
PLEASE YOUR BEST CUSTOMERS 


There won't be as many pairs of these four- 
buckle Arctics and Skye (over-the-shoe) boots 
as you would like to have and as we'd like to 
give you because raw materials are still as 
elusive as quicksilver. We're trying, though, 
to round them up in sufficient quantities to 
partially supply you enough of these and other 
popular, fast-selling Servus styles to help you 
meet your fall and winter demands. 


These well known trade marks—sym- 
bols for 25 years of the latest in style, 
the finest in quality and the trimmest 
of fit—will identify every Servus shoe. 
Your customers are watching and wait- 
ing for Servus products. Fortunately, 
you'll be better equipped to serve their 
needs this fall than at any time since 
shortages rang down the curtain on 
production in the early days of the war. 


RUBBER CO. 


FNERAL OF 


THE SERVUS 


ROCK ISLAND ILLINOIS, U.S.A 


AMBERTVILLE, DIVISION Pie | £er- as 2S we me a a, 





Pat. No. 2,389,554 





10 
REASONS 
\ WHY 
“CUDDLERS” 


TRADE MARK 


ARE 
“TOPS” 








COLORS. 
NATURAL, ROYAL BLUE, 
RED, PINK, WINE, BABY BLUE 


TWO SIZE PACKINGS 
4 to 8 5 to 12 


$1.95 4 pair 


Also Made For The 
First Time—Bunny Slippers in 
GENUINE MOUTON 


LAMB 
Sizes 5 to 12 


$2.45 a pair 
* 
36 Pair To A Case 





Terms: 2%, 10 Days 


. Finest Quality Electrified Shearling 
. One Piece Uppers—No Back Seams 
3. Bunny's Head Integral Part of Upper 


4. Genuine Leather Outer Soles 
5. Genuine Lamb's Wool Insoles 
6. Nylon Stitched Throughout For Extra 


. The Only Bunny Slipper Made That 


8. Extra High Cut For Snug Fitting 
Assorted Sizes 9. 
10. 
Newspaper Mats & Cuts Furnished On Request 


Territories still available: Texas, Oklahoma, Kansas, Nebraska, South 
Dakota, North Dakota, Arkansas, Louisiana, Mississippi. 


—Not Just Stitched On 


Wear 


Assures Shoe Siz6"Fitting 


Individually Gift-Boxed 
Sold Through Exclusive Stores Only 








New YORK 1, N.Y. 





Tell ’Em and Sell ’Em 


[CONTINUED FROM PAGE 64] 


Reconversion in business is one thing 
—personal reconversion is another. The 
inner man changes slowly—very slow- 
ly. If you have deteriorated into a 
slovenly sales attitude, now is certainly 
the time to take stock of yourself care- 
fully. Let the inventory be complete 
and truthful. We build buildings from 
the ground up—not just a front, but 
with steel and concrete foundations and 
framework. The veneer is put on after- 
ward. 

Review the shoe salesman’s creed— 


and mean it. Cultivate that genuine 
affection for the fellow-beings whose 
confidence increases your welfare. Build 
the inner man as solidly as our fore- 
fathers builded our Empire. Acquire 
that feeling of good-fellowship, and real 
friendship that is genuine and you will 
not lack for friends that will come to 
you, 

Where one man fails, another will 
succeed. That has been the history of 
mankind since Adam. Today, men suc- 
ceed only to the extent of the esteem 
in which they are held by their follow- 
ers. Sincerity of purpose and a genuine 
interest in the welfare of others will 
create a following that will lead you 





to success. A pleasing exterior is by 
no means the only requirement for a 
successful business career. 

To be a successful shoe salesman, you 
must be a professional shoe fitter. To 
be a professional shoe fitter you must 
learn all you can about feet and how 
to fit them. Study the bones and liga- 
ments of the feet, the effect of pressure 
on certain parts of the foot and how 
to relieve it. Study the rules of good 
fitting and put them into practice, 
Translate to the customer the condi- 
tions that affect his individual foot. We 
are no longer living in the dark ages 
and our customers are not unresponsive 
to an intelligent discourse. 

Create a following by a sincere effort 
to fit each individual foot so that the 
customer can forget his feet and leave 
them safely in your hands. 

This is very important today since 
even the teen-agers are wearing the 
“best” shoes manufactured. It is a dire 
condemnation of the shoe industry 
when customers have to request that 
their feet be measured, and it is being 
done—not in Tom, Dick and Harry’s 
place—but in the best of stores! 

And don’t sit back with a smirk and 
say that your store isn’t guilty! Hell, 
I’ve seen it everywhere! And so have 
millions of others. 

Let’s wake up and clean up—or get 
out of the shoe business! 


Washington Newsreel 


[CONTINUED FROM PAGE 46] 


export quota of about 200,000 cattle 
hides, leaving net exports of about 170,- 
000 hides. 

The price increase, actually a pre- 
mium, is paid on the imported hides, 


| but no such premium is allowed on 
| those exported fro mthis country. 


Up to this time the European nations 
have not been able to draw the full U. 
S. quota of 200,000 hides, but with 
prices in the United States lower than 


| in South America, because of the pre- 
| mium, these countries wiil make every 


effort to buy all they can obtain in this 


country. 


It all adds up to higher prices for the 
domestic interests, including the tan- 
ners. OPA will try to hold out, but it 
is doubtful whether they can resist this 
pressure for any great length of time. 

A subsidy to the domestic interests 
has been discussed as a possible solu- 
tion to this export-import problem. 
However, Congress is in no mood to 
sanction additional subsidies, and this 
would not be a permanent solution. It 
would only further confuse the market 
situation. 

Net result: Leather prices will go 
up. A rise in shoe prices will follow 
and prices will remain until the excess 
consumer purchasing power is dissi- 
pated. 
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The WISE Retailer's 
Sure-Fire Goodwill Builder 


39-45 W. 19th St., New York it, wY. 


SUPPLYING ADVERTISING 
NOVELTIES SINCE 1902 








Manufacturing and Markets 


[CONTINUED FROM PAGE 74] 


numbers of good skins are today available for the making 
of shoes. There are many factors which enter the picture 
of the present shoe shortage, and experienced shoe men 
see no signs of improvement in conditions for many months 
to come. 


BOSTON 


WuiLe the suspension of restrictions placed on the indus- 
try by M-217 failed to create any excitement in the New 
England market, volume manufacturers, at least, are look- 
ing forward at this writing to the incentive pricing plan 
designed to increase production in at least that one seg- 
ment of the industry. Trade observers, however, pointed 
out prior to the announcement of the new ruling, that 
materials and labor shortages might possibly be a handicap 
to any rapid production expansion at this time though it 
would be distinctly beneficial in the long run, and would, 
of course, be of immediate help in bringing prices and 
costs more nearly into line. 

First noted in Boot anp SHor Recorper a full month 
ago, the scarcity of better-grade work shoes is still acute. 
Wholesalers and manufacturers both report a demand fully 
twice as large as supply. Both report, also, inquiries 
from merchants who have hitherto bought competing lines 
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and who are now making what amounts to a house-to- * 
house canvas in an attempt to develop new sources. 

Much the same condition is to be found in the field of 
men’s dress shoes though merchants seem more inclined to 
add new types of footwear to their stock than they do to 
switch from one regularly-established source to another. 
Thus the demand for casuals has grown enormously and 
not a few South Shore men’s shoe manufacturers report 
factory production tied up in knots as they try to make 
and ship Summer types of footwear at a time of the year 
when normally they would be busy on their first runs of 
Fall and even Winter shoes. 

Makers of women’s shoes report that increasing quantities 
of plastics are being used@in uppers, mostly, however, in 
combination with some leather. A recent survey, showing 
that approximately 50 firms are now engaged in selling 
plastics to the shoe industry, is regarded as significant. 


Stage Novel Promotion 


Mancuester, N. H.—Rainville’s Shoe Store in Suncook 
took on the appearance of a nursery, recently, when the 
establishment offered free photographs of children. One 
large portrait was offered to each youngster from three 
months to 10 years old. 
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BELIEVE IT OR NOT BOYS 
WE'VE GOT EM... 


MEN’S ALL LEATHER 


FULL VAMP fonnnging Sida 


Rare as the well-known hen’s teeth these days, are 
Men’s House Slippers; but, rarer still are Full Vamp, 
All Leather, Solid heel-to-toe Sole LOUNGERS. And, 
we've got them in the wanted colors: Brown, Blue, Red, 
even in Burgundy — all with brown non-marking solid 
rubber heels. They're something to shout about, and 
that’s what we're doing, calling the attention of all re- 
tailers to this find for Christmas. Here’s a warning. Get 
your order in now. It’s not a day too soon to guarantee 
ample stocks for Fall and Christmas selling. 






Oi 


There will soon be a fast 
jobber selling these slippers 
in every territory in the 
country. If you can’t locate 
him, write or wire us direct. 
We will see that he contacts 






6-11-36 Pair Cases. 
Retail Profitably At $4.50 to $5.50 
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Juniors Are Year- 
Round Customers 
[CONTINUED FROM PAGE 59] 


nated advertising and publicity, to- 
gether with a sound merchandising pro- 
gram and an attractive, well-placed 
department, corner, section or bar, will 
insure ultimate success. Not only should 
the department be introduced in news- 
paper ads and direct mail announce- 
ments, but it should be called to the 
attention of smaller groups as well. 
Juniors do belong to clubs—every kind 
from junior women’s to fan clubs, in- 
dustry groups, home economic insti- 
tutes and sororities. Many of these 
organizations, as well as schools, will 
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cooperate in presentations of fashion 
merchandise, either in the tested but 
trite fashion show manner, or in more 
dramatic modern ways. 

With resources, simple effective pro- 
motions can be worked out, not only 
with national fashion magazines, but 
with local newspapers, house organs 
(most industries have them today). 
specialized periodicals. If the merchan- 
dise is really junior-right, the busiest 
spot in the store will soon be the 
junior shoe department. Some far- 
sighted merchants have already started 
these departments with an eye to days 
when shoes will be more plentiful. It 
is not too early to start planning, sur- 
veying, working with resources and 
considering the venture now. 


Presents New Method 
Of Shoe Fitting 


ROCKLAND, Mass.—A new method of 
fitting shoes, presented to the shoe in- 
dustry during the 21st annual Foot 
Health Week, may eliminate the possi- 
bility of misfitting children. The 
founder of the Week, Dr. Joseph Lely- 
veld, Chairman of the National’ Foot 
Health Council, has developed a method 
of fitting through shoes that will show 
the exact position of the entire foot, 
from the heel to the arch and toes. The 
method requires shoe stores to have a 
complete assortment of transparent 
shoes in all lengths and widths, made 
of flexible plastic over the same lasts 
as the leather shoes. 

The method has been tested for sev- 
cral years to perfect the making and 
fitting of the transparent shoes. Al- 
though it can also be applied to fitting 
men’s and women’s shoes, it has been 
devised primarily for children to pre- 
vent foot defects caused by outgrown 
shoes. The use this method can be 
used to recheck the size of children’s 
feet every one to three months. This 
“full view” method of fitting will re- 
veal to parents and shoe fitters the po- 
sition of all the toes, the amount of 
space over the toes, correct fitting at 
the heel, under the arch and over the 
instep, 

This is the first time it has been pos- 
sible to give a full view of a foot inside 
a shoe, and Dr. Lelyveld desires to 
have the entire shoe industry use it 
especially in fitting children’s footwear. 
Directions for making and applying 
this new method are being sent to shoe 
manufacturers without cost in the hope 
that the widest possible use will be 
made of the method. 

Dr. Lelyveld is the founder of Foot 
Health Week and sponsor of laws in 
Massachusetts and other states requir- 
ing the annual examination of the feet 
of all school children. He is a former 
president of the State and National 
Association of Chiropodists-Podiatrists, 
and served for several years as Podia- 
try Examiner on the Massachusetts 
Board of Registration in Medicine. 

In explaining the “full view” fitting 
method, he emphasized that, with the 
exception of the upper part that is 
made of clear transparent vinylite, the 
bottom of the shoe is made like a regu- 
lar shoe with flexible leather soles and 
heels so that the child can walk in 
these test fitters to be sure they are 
comfortable and fit correctly with the 
feet in motion. 





Shoe Workers Needed 


LowELL, Mass.—There is a demand 
for at least 500 more experienced shoe 
workers here, a survey shows. Shoe 
firms planning expansion find them- 
selves handicapped by this lack of help, 
have resorted to advertising for experi- 
enced—and inexperienced help—in vari- 
ous Massachusetts and New Hampshire 
cities. The big demand is for stitchers. 
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PIPPINS have become the first love of America's 
fastest slipper departments. And, the reason for this 
unheard-of popularity is indeed a simple one. Pippins, 
America's Cleverest Slipper and Outdoor Casual 
Set-up brings them the Right promotion at the Right 
time . . . styles that are selling in correct colors and 
combinations and in fashion-approved materials. Cur- 
rently in favor is this TRACERY Y design embroidered 
in multi-color combinations. Of course, it was a Pippins 
first and it features the famous Pippins construction, 


which insures flexibility for its platform. And Pippins' 
arch wedge and softly cushioned heel seat make it the 
very picture of comfort. For the stream-lined slipper 
selling you will find so necessary in the competitive 
seasons ahead, Pippins, the complete sli 4 and out- 


door casual set-up, becomes a “must.” Take a peek 
at Pippins picture before you make any further com- 
mitments. 


WRITE FOR DISPLAY MATERIAL. 





+ - 
“1 von, bee " 
ha 


? tle 


et 





Nationally Advertised in 


SATURDAY EVENING POST 
ESQUIRE 
and TIME 


WING.-TIPS . . . and we show 
here one of the finest examples of this type 
of shoe. 


For grace of line, character and individuality, 
it is in a class by itself. 


E. E. TAYLOR CORPORATION, MANUFACTURERS * BOSTON 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Rising Costs Press Against Price Ceilings 





Numerous Factors Appear to Be Operating in the Direction of Defi- 
nitely Higher Levels for Most Grades of Shoes 


New York—With an OPA order 
lifting price limitations on lower price 
shoes due almost any day, and with 
tanners pressing for an early easing 
of controls on leather prices, pressure 
against shoe price ceilings is steadily 
increasing as this is written, so that 
many retailers today are planning their 
operations on the definite expectation 
of a higher price level on most shoes 
in the not too distant future. 


Fortunately, the changes that are 
expected to develop in this direction 
are not at all likely to result in any 
repetition of the “cost absorption,” ex- 
perience which has caused so much dif- 
ficulty and concern in the retail branch 
of the shoe industry since shoe prices 
were advanced 4% per cent at the fac- 
tory last January. Changes in ceilings 
on low price shoes will be regarded as 
individual increases and these are not 
subject to the cost absorption rule. 
Furthermore, the bill that will prob- 
ably be enacted by Congress to extend 
the life of OPA is likely to contain pro- 
visions thet will result in a drastic 
modification if not in the abandonment 
of this principle. 

The trade generally has come to look 
upon higher shoe prices as something 
that is practically inevitable, and in 
view of the present critical leather sup- 
ply situation, plus the sustained con- 
sumer demand, the effects of moderate 
increases would very likely prove to be 
would tend to bring shoes into a more 
normal price relation with other 
leather goods, prices of which have 
risen to a much greater degree than 
footwear. 

How long it may take for the leather 
industry to obtain favorable action on 
its petition for modification of the ex- 
isting price ceilings is a difficult matter 
to estimate. A Task Force Committee 
conferred with OPA officials in Wash- 
ington early last week, and the tanners 
have been given considerable encour- 
agement that something favorable to 
their petition will be done. But this is 
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only one of a number of factors that 
are operating in the direction of higher 
shoe prices, both at wholesale and re- 
tail levels. 

The 4% per cent increase at the man- 
ufacturing level allowed by, OPA early 
in the year did not take into account 
wage increases for shoe factory work- 
ers, and this increased cost item, plus 
higher leather prices, will undoubtedly 
make an early revision of the shoe price 
structure imperative. 


Tanners Caught 
In Price Squeeze 


Hor Sprincs, Va.—Stressing the 
necessity for higher ceiling prices for 
leather if an uninterrupted flow from 
the tanners is to continue, Arnold Hor- 
ween, president of the Tanners’ Council 
of America, speaking at the Spring con- 
vention of that body, here, pointed out 
that every item in the production cost 
of leather has increased since leather 
prices were frozen, and that curtailed 
supplies of raw materials available to 
the tanners have limited production of 
leather in every division of the in- 
dustry. 

Tanners no longer have a buffer of 
finished inventories, Mr. Horween 
stated. Stocks of finished leather were 
liquidated in 1948 and 1944. “The basic 
and physical proposition under which 
this industry is now compelled to op- 
erate is that no more leather can be 
sold than the amount received in raw 
stock,” he explained. “When finished 
inventories were available tanners could 
ship more leather than their current 
receipts of raw material; finished stocks 
were a buffer to take up variations in 
raw material supply. That is no longer 
the case.” 

The diversion of livestock from pack- 

(TURN TO PAGE 100, PLEASE) 


Delay in Tanners’ Price 


Increase Halts Shoe Production 


New YorkK—Production in the coun- 
try’s 1300 shoe factories is grinding -to 
a stop because OPA hasn’t taken action 
on the promise of Geoffrey Baker, Depu- 
ty Price Administrator of OPA, to 
grant tanners a price increase, and 
tanners are withholding shipments. 
This information was made known at 
the first formal press conference in 
the 2%-year history of the National 
Shoe Manufacturers Association, held 
here May 28. Some factories are al- 
ready on a twenty-four hour per week 
schedule, W. W. Stephenson, executive 
vice-president of the association, in- 
formed the press. “We have been re- 
ceiving continual and frantic phone 
calls and wires,” Mr. Stephenson said, 
“and we are faced with a nationwide 
industry shut-down affecting 220,000 
production employees unless OPA takes 
immediate action.” 

The crisis developed after May 13, 
when Mr. Baker, speaking at the Tan- 
ners Council meeting at Hot Springs, 
Va., acknowledged the need for a price 
increase in the tanning industry. He 
indicated the increase would be forth- 
coming without delay. Tanners, expect- 
ing the increase momentarily, have held 
up leather shipments to shoe manufac- 
turers. “Leather stopped coming from 
tanners shortly after Mr. Baker’s ad- 
dress,” Mr. Stephenson said, “and has 
since slowed to a trickle.” 

A sub-committee of the Tanners Ad- 
visory Committee met with OPA of- 
ficials in a three-day meeting May 20 
through May 22, and submitted data on 
cost increases which were to provide 
the basis for a recommendation by the 
Leather Branch for a prompt increase 
in ceiling prices on leather. In lieu of 
final action, an interim pricing policy 
was expected. However, an increase 
was not forthcoming from these nego- 
tiations and as of May 27, action on 
the increase was indefinitely postponed. 
Meanwhile, tanners have continued to 
hold up shipments. 

Reviewing shoe production figures 
over the past fifteen years, Mr. Stephen- 
son said they showed a steady increase. 
During the depression years 1931-1935, 
the industry averaged 334 million pairs 


(TURN TO PAGE 108, PLEASE) 
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January Production Up 18 Per Cent 





PRODUCTION OF SHOES AND SLIPPERS 
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WASHINGTON, D. C.—Footwear pro- 
duction for January, 1946, amounted to 
40,744,475 pairs, according to figures 
released by the Bureau of Census, De- 
partment of Commerce, in the monthly 
Facts for Industry series. This is 18 
per cent more than 34.6 million pairs 
produced in December, 1945, the previ- 
ous month and an increase of over a 
million pairs on the January, 1945, fig- 
ure of 39,670,115. 

Civilian footwear was 40,273,922 
pairs of the total January, 1946, figure, 
19 per cent more than the 34.0. million 
pairs produced the previous month. 
Government footwear amounted to 470,- 
553 pairs, as compared with 4.3 million 
pairs produced in the same month last 
year, continuing the downward trend 
which has been evident since August, 
1945. There were no reconstructed 
shoes reported for the government in 
January. 

The breakdown on civilian footwear 
production for January, 1946, is as fol- 
lows: men’s dress shoes, 5,785,741 pairs, 
a half million increase over the previ- 


ous month and over a million pairs 
more than January, 1945; men’s work 
shoes, 2,086,177 pairs, an increase of 
three quarters of a million over Decem- 
ber, 1945, and slightly more over the 
same month last year. 

Youths’ and boys’ footwear produc- 
tion was 1,492,264, practically the same 
as the preceding month and a slight in- 
crease over January, 1945. 

Women’s footwear amounted to 18,- 
424,246 pairs, an increase of nearly 4 
million pairs over the preceding month 
but only 2 million pairs more than those 
produced in January, 1945. 

Misses’ footwear totaled 2,109,003, a 
slight increase over the previous month, 
but a slight decrease from the same 
month last year. 

Production of children’s shoes was 
2,075,966 pairs, a slight increase over 
December, 1945, and January, 1945. In- 
fants’ footwear production was 3,0465,- 
646 pairs representing a slight increase 
over both the preceding month and the 
same month in 19465. 





Sees Shortage Lasting 
At Least Six Months 


DALLas, TEXAS—Reagan Owen, direc- 
tor of publicity for the Southwest Shoe 
Travelers’ Association, told members 
that the shae industry will not be able 
to supply the public demand for at least 
another six months, when the associa- 
tion convened here recently. 

An all-time peak in shoe production 
was reached last month, he said, when 
41,000,000 pairs of shoes were manufac- 
tured, 3,000,000 more than the pre-war 
monthly average. But even at this rate 
of production, it will be six months 
before the backlog of orders is taken 
care of as well as the demands of per- 
sons who now have more money than 
before. 

A further increase in production is 
impossible, manufacturers said, because 
of the shortage of leather. 

Sole leather, obtained from beef cat- 
tle, is scarce because of the black mar- 
ket, Leland Meyer of Houston said. 
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“Black market butchers are afraid to 
sell the hides.” 

Manufacturers blamed the OPA for 
the shortage of kidskin, obtained from 
India and Brazil. Those sources have 
no ceiling prices, they pointed out, 
whereas American buyers are limited 
by OPA ceilings. 





John William Slattery 


SouTH ORANGE, N. J.—John William 
Slattery, who spent forty years with 
Johnston & Murphy and retired in 1944 
as vice-president of the firm, died at 
his home here, recently. He was 77 
years of age. Mr. Slattery was born 
in East Weymouth, Mass. He was a 
resident of Newark, N. J., for forty 
years, 

Mr. Slattery is survived by his wid- 
ow, Mrs. Elizabeth M. Stack Slattery; 
a daughter, Mrs. James H. Sullivan of 
Danvers, Mass.; a brother, Edward 
Slattery of Roxbury, Mass.; and a 
grandson. - 





To Approve Hide Purchases 
At Higher Prices 


WASHINGTON — Purchases of Latin 
American wet salted hides, calf and 
kipskins at price increases ranging 
from 15 to 20 per cent will be approved 
by the Joint Hide Control Office, the Ci- 
vilian Production Administration has 
announced following a decision of the 
Combined Hides, Skins and Leather 
Committee. 

Percentage increases which will be 
approved are: 

Frigorifico and Establish- 

ment hides, calf and kip- 

skins 
Other Latin American 

hides, calf and kipskins. 15 per cent 

The action was taken in recognition 
of changes in world market conditions, 
since prices on these items were estab- 
lished in the early years of the war. 
Latin American countries are one of 
the chief producing areas for hides and 
skins. 

Details of prices by types and quali- 
ties are available at the Joint Hide Con- 
trol Office, the Reconstruction Finance 
Corporation agency through which 
hides imported into the United States 
are purchased, and which also clears 
purchase contracts resulting from allo- 
cations to other member nations of the 
Combined Committee. Inquiries may be 
addressed to it at Room 2618, Tempo- 
rary Building T, 14th Street and Con- 
stitution Avenue, Washington 25, D. C. 

So far as United States imports of 
Latin American hides are concerned, 
the RFC has been authorized by the 
Office of Economic Stabilization to ab- 
sorb the difference in cost between the 
new price schedules and U. S. domestic 
price ceilings. 





“Boost Philadelphia” 
Group Meeting 

PHILADELPHIA, Pa.—At a dinner 
meeting held recently at Shoyers 
Restaurant, the Philadelphia Shoe 
Wholesalers’ Association voiced en- 
thusiastic approval for an organized 
campaign of advertising to boost the 
Philadelphia shoe market. James Kel- 
ley, president, presided at the meeting 
with Josh Kimmelman, of Vanity Shoes, 
and chairman of the promotion commit- 
tee, furnishing the evening’s highlight 
by relating the details of the major 
program. It was announced that the 
advertising campaign will be handled 
by Schorr & Forbes Agency. 





Harold D. McKinney 


NASHVILLE, TENN. — Harold D. Me- 
Kinney, 56 years of age, a salesman for 
the General Shoe Co., died at Elkton, 
Ky., suddenly, of a heart attack re- 
cently. Mr. McKinney was widely 
known in the shoe business of the 
state. He is survived by his widow and 
a daughter. 
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Leading shoe designers all agree 
pantasote plastics have personality 















-..give new sparkle to their top shoe 


styles — make them sell and sell! 


pantasote’s wynsote — new plastic 
coated fabric. Available in wide variety 


of beautiful grains and arresting colors. 


pantasote’s pantex — unsupported 
plastic film. Very durable and long wear- 
ing...yet soft and flexible for easy 


tailoring. 







THE PANTASOTE CORPORATION OF N. J. 
444 Madison Avenue @ New York 22, New York 
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YOUR FEET 
COMFORT 


by people 
feel that CUBOIDS 
help them to walk 


+ Feather-light 

+ Wear them in all 
your shoes 
Pair, $5.00 
end $6.50 


“REG. U. S. 
PAT. OFF. 


CUBOID COMPANY 
SANTA ANA, CALIF 


BURNS 
BOX 658 


50 Million readers 
Mostly Your Customers 


Will read the story of California 
CUBOID Balancers in these maga- 
zines: . 

@ GOOD HOUSEKEEPING 

@ WOMAN'S HOME COMPANION 
@ LADIES’ HOME JOURNAL 

@ HOLLAND'S 


@ The ad at the top of the column 
appears in July Good Housekeeping 


And in 200 NEWSPAPERS over 
the signatures of the best stores in 
the Nation. 


NEED WE SAY MORE? Perhaps 
we can arrange a contract so that 
you, too, may join this select 
circle. Write to 


JAMES H. SEWELL, Pres. 
Burns Cuboid Company 
Box 658, Santa Ana, Calif. 

















Tanners Caught in Price Squeeze 


(CONTINUED FROM PAGE 97) 


ing establishments down “the primrose 
path of lucrative, if illegitimate, enter- 
prise,” has had a disastrous effect on 
supplies of hides and skins for the tan- 
ners. “Fewer cattle slaughtered under 
Federal inspection by legitimate, estab- 
lished packers means a direct loss of 
raw material in quantity, and indirectly 
in quality,” he commented. In addition, 
loss of quality has* been encountered 
through the drop in the number of 
hides and skins which were flayed in 
legitimate packing houses, and those 
which were handled by inexperienced, 
careless and unconcerned operators in 
the unauthorized houses. This deteriora- 
tion in the quality of hides and skins 
makes a mockery of the nominal ceil- 
ing prices; an alarming shrinkage in 
tanners’ yields during the past months 
has resulted in an appreciation of the 
true cost of hides and skins in propor- 
tion to the amount of deterioration and 
loss in yield and quality. An estimated 
7% per cent increase in raw materials 
costs has been the result. 


Can’t Absorb More Increases 


Mr. Horween, declaring that the tan- 
ners’ ability to absorb further increases 
in costs is at an end, said that the pres- 
ent issue is not whether price relief is 
merited, but the speed with which need- 
ed relief can be given. 

Geoffrey Baker, Deputy Administra- 
tor for Price, OPA, speaking at the 
meeting, acknowledged the need for ad- 
justment of leather price ceilings, and 
said that prompt action in this direction 
would be taken by OPA. He discussed 
the general need for price control, and 
explained OPA’s policy in maintaining 
ceilings until production of goods was 
in full swing. Mr. Baker reviewed the 
steps taken to call an industry advisory 
committee and the work of this commit- 
tee in conjunction with OPA. 

Foreign policy aspects of interna- 
tional trade in hides and skins were dis- 
cussed by Donald D. Kennedy, Chief, 
International Resources Division, State 
Department. The United States objec- 
tive, he said, is to make possible expand- 
ing world trade with progressive free- 
dom from trade restrictions. At the 
Inter-American Conference in Mexico 
City in 1945, one of the obligations as- 
sumed by the United States was “that 
the American nations producing pri- 
mary commodities seek to process them 
to the greatest possible extent prior to 
their exportation,” a policy which has 
resulted in difficulties in connection with 
international allocations and the use of 
wartime powers by government agen- 
cies. He assured the meeting of the 
State Department’s accord with a pro- 
gram “for assuring an equitable dis- 
tribution of hides, skins and leather for 
all countries at reasonable prices.” 

Robert Turner, Director, Bureau of 


International Supply, CPA, commenting 
on international controls, defined the 
objectives of the Combined Hides, Skins 
and Leather Committee, and outlined 
the difficulties in the way of satisfac- 
tory operation. He said that control of 
in-transit shipments by the United 
States and Britain would prevent leak- 
ages from the common pool to non-mem- 
ber countries, and that satisfying the 
hide and skin trade that controls would 
be continued would lessen the volume of 
speculative withholding of materials in 
anticipation of a breakdown of con- 
trols—thus eliminating two of the ma- 
jor difficulties facing the committee. 

An informative analysis of the in- 
crease in the production of leather in 
other countries for the past five years 
was presented by Julius G. Schnitzer, 
Chief, Textile and Leather Division, De- 
partment of Commerce. The greatest 
gains were in those countries, he ex- 
plained, which formerly exported the 
greater part of their raw hides and 
skins. Outstanding progress has been 
made in the Latin American countries, 
with increased activity in Oceania, 
India and South Africa. Thus, greater 
competition for exportable surpluses in 
raw materials, and keener rivalry in al- 
most all leather markets seem to be in- 
dicated. 

Lewis B. Jackson, Chief, Hide and 
Leather Branch, CPA, discussed do- 
mestic controls, and outlined the pro- 
cedure followed by the Hide and 
Leather Branch in allocating raw mate- 
rial. 


Sees Demand Far Ahead 
Of Production Possibilities 


NASHVILLE, TENN.—In an interview 
with a Boor AND SHOE RECORDER repre- 
sentative recently, Maxey Jarman, 
president of General Shoe Corporation, 
referred to the existing demand-supply 
situation and said: 

“From the looks of things now, de- 
mand is still far ahead of any possible 
production and will be for some time to 
come. These have been troubled times, 
but we hope and believe that the times 
are improving. As we go into this new 
season, we are not making any false 
promises but we cite our record of the 
past few trying years as evidence that 
we will be able to serve the merchants 
well.” 

In this connection, Mr. Jarman said 
that in the period from 1940 to 1946, 
the Jarman Shoe Company has pro- 
duced and delivered to its independent 
dealers’ stores more pairs than any 
other line of men’s dress shoes in the 
country. 

“We do not make this statement 
boastfully,” he added, “but we are 
proud of it, and feel we have a right to 
be. Nor do we intend to rest on it.” 
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Dates to Remember 


Shoe Show, Michigan Shoe 
en Me Club, Statler Hotel, Detroit, 
Mich. June 2, 3, 4, 1946 


Shoe Show, Associated Shoe Travelers, 
Plankinton Hotel, Milwaukee, Wis. 
June 9, 10, 11, 1946 


Main Fall Openings, Guild of Better 
Shoe Manufacturers, New York. 
Week of June 10, 1946 


Golf Tournament, Central Pennsylvania 
Shoe and Leather Association, York 
Country Club, York, Pa. June 21, 1946 


Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. June 24, 25, 1946 


Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hote! Statler, Buffalo, New 
York. July 7, 8, 1946 


Shoe Showing, Ohio Shoe Travelers Club, © 
Hotel Statler, Cleveland, O. 
July 14, 15, 1946 


Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 


Minn. October 27, 28, 29, 30, 1946 
National Shoe Fair, Palmer House and 
Morrison Hotel, Chicago, Ill. 
October 27, 28, 29, 30, 31, 1946 
Spring Showing, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 
November 9, 10, I!, 12, 1946 


Shoe Show, lowa National Shoe Travelers’ 
Association, Fort Des Moines Hotel, 
Des Moines, lowe. 
November !!, 12, 13, 1946 


Shoe Show, Southwestern Shoe Travelers’ 
Association, Adolphus & Baker Hotels, 
Dallas, Texas. November | 1, 12, 13, 14, 1946 





N.Y. State Meeting 
Set for June 16 


RocHEsTER, N. Y.—What is expected 
to be one of the most important annual 
meetings in the history of the New 
York State Shoe Retailers’ Association 
will be held at Hotel Syracuse, Syra- 
cuse, N. Y., Sunday, June 16, following 
a dinner to be served at 1 P.M. 

Lee Langston, executive vice-presi- 
dent of the National Shoe Retailers’ 
Association, is expected to be the chief 
speaker. With so many problems now 
confronting shoe retailers because of 
changes since the end of the war, his 
talk and counsel will be awaited with 
exceptional interest. 

M. A. Mittleman, a director whose 
forecasts on shoe styles featured meet- 
ings of the association before the war, 
has been asked to speak on “The Fash- 
ion Picture for Fall.” Ernest N. Park 
of Rochester is to talk on “What This 
Association Can Mean to Shoe Re- 
tailers.” 


Although the program is not yet com- 
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plete, others who will speak are: Harry 
H. Phelan of Rochester; Ernest N. 
Park, Syracuse, James G. Bennett, Au- 
burn; William Pidgeon, Rochester, and 
Stanley Randle, Camden, taking part 
in rapid fire discussion of different 
phases of present shoe problems. 

Jesse L. Patton, chairman of the 
board of directors, is expected to have 
a short session of that body, with the 
rest of the time devoted to the associa- 
tion meetings. 

Harry Ehrenpreis, president, will 
present a report which will include re- 
cent accomplishments in successfully 


opposing legislation that would have 
been detrimental to the interests of 
shoe retailers, and will outline some of 
the program for the future. 

It is expected that it will be decided 
at this meeting when the holding of 
conventions with exhibits will be re- 
sumed. That is expected to be deter- 
mined by reports which will indicate 
the time when there will be prospects 
for getting more shoes. 

Officers will be elected for the com- 
ing year and other business transacted. 
Ernest N. Park of Syracuse is making 
arrangements for the dinner. 
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UL SUMMER SHOPS 


suGGESTION 


Many other suggestions of 
SMART...TIMELY... 
EXCITING...PROMOTIONS 
for store interiors and 
windows 


Graphically illustrated 

in our cata : 

« 150 BEAUTIFUL 
DESIGNS 

75 “HOW TO USE” 
SUGGESTIONS 


Free 


Illustrated is the “Awning” Comura (Commercial Mural) 
No. G-525. Size: 15x90” . . . 6 beautiful oil colors . . . silk 
screen processed . . . Only $3.00. 

Just one in a large series of fine designs to lend a cool, 
colorful atmosphere for the presentation of summer mer- 
chandise. 


W. L. STENSGAARD AND ASSOCIATES, INC. 
356 N. Justine Street, Chicago 7, Illinois 





WRITE FOR YOUR 
COPY TODAY... 


SWANK SHOE DRESSINGS, INC. 
61 East I Ith Street New York 3, N. Y. 














West Coast Travelers Board Meets 


Los Angeles, Calif.—Some of the board of directors of the West Coast Shoe 


Travelers Association. Left to right, seated: Carl Winneguth, 
Co.; Emil Goldman, Lester Pincus; Frank O, Butterworth, 


R. Terhune, Boot and Shoe Recorder. 
Shoe Co., and Mrs. Ruth Hamilton, 


L. H. Salvage Shoe 
Jarman Shoe Co.; Harry 


Standing: R. H. (Bob) Peek, W. L. Douglas 
Sunray Shoe Co. 





Spectator Types Wanted 
At Chicago Show 


Cuicaco, Int.—When buyers arrived 
at the Morrison Hotel to view the 
shoe show sponsored by the Chicago 
Shoe Travelers Association, recently, 
they found 112 exhibitors on hand. 
Originally a larger number had planned 
to participate, but the continuing short- 
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age of materials caused a considerable 
number of manufacturers to cancel 
their reservations at the last minute. 
The formal registration showed more 
than 800 buyers in attendance. 

The first interest of buyers was 
focused upon two-tone spectators, pref- 
erably entirely of leather. But since 
these were decidedly limited in quanti- 
ty, many were happy to be able to sign 


for wheat linens trimmed with brown 
leather. To add another note to pres- 
ent-day shortages, the all-white fabric 
shoe is also on the hard-to-get list. Be- 
cause salesmen were informed that 
their houses were almost down to bed- 
rock in available merchandise, quotas to 
buyers were very small. Half a case, in 
many instances, was a generous allow- 
ance to a retailer—and, in some cases, 
12 pairs to a customer. 

Planned originally as a showing of 
Fall merchandise, most of the exhibits 
were in the immediate season category, 
since many manufacturers have been 
handicapped in preparing their lines for 
Autumn and Winter. The only men’s 
shoes to be seen were the actual models 
shown, for there wasn’t a house which 
had any to sell. In fact one of the 
larger, well-known makers of men’s 
footwear was selling display fixtures, 
their attendance at the show being 
chiefly in the nature of a public rela- 
tions gesture toward their customers. 
Although, in most instances, orders 
were written for 30-day delivery, no 
one house would guarantee this. 

Play shoes of novelty fabrics were 
shown by many houses, and with the 
dearth of white goods, many buyers 
bought the novelty lines. A new leisure 
shoe, fashioned of double-faced sueded 
leather like the Indian moccasin, was 
well thought of by all visitors. Those 
stores in localities where their trade at- 
tracts a college clientele were especially 
interested. 
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Test Your Boot and Shoe L.Q.! 


The many different materials from 
which footwear is made pay a tribute to 
manufacturing ingenuity. Ten of them 
are identified by the definitions or ex- 
planations below. No synthetics, no 
trade names! 

This one ought to be easy. Score five 
points for each right answer, and go to 
the foot of the class if you make less 
than 35! 45 Is excellent, and 50 just per- 
fect! 

1. Ploneer road with log surface: 

2. Slang expression for “child”: 

3. Medieval smock, or mantle: 

4. Swedish glove leather: 

5. Famous County in ireland : 

6. License for exclusive manufacture: 
7. Smali, common four-legged reptile: 
8. A young moose or whale: 

9. Large, dangerous four-legged rep- 


tile: 
10. An edible aquatic bird: 
[ANSWERS ON PAGE 122] 





Men’s Shoes Bring Buyers 
To Michigan Show 


Detroit, MicH.—The May Monthly 
Shoe Days sponsored by the Michigan 
Shoe Travelers Club in the Hotel Stat- 
ler turned out to be exceptionally heavy 
in both attendance and exhibits. Two 
hotel floors were necessary for the dis- 
play of 125 lines of shoes. Attendance, 
while not clocked, was generally esti- 
mated to be the largest at any monthly 
showing in some two years. 

Showing of Fall lines in men’s shoes, 
which have been seriously short around 
this area, was one important reason for 
the large turnout. Quotas are still in 
operation, but the supply appears to be 
generally a little freer than in recent 
months. 

Children’s shoe lines, however, ap- 
pear to be even more difficult to buy, 
with supplies coming through even 
slower than before. 

In the field of women’s shoes, reports 
at the shoe show agreed on a major 
trend to linens and fabrics of various 
types, in view of the continuing scarcity 
of leather. The trade continued to 
clamor for whites, despite the small 
quantity available, with a brown and 
white combination in next demand. 
Patents also proved popular, though 
less so than formerly, probably because 
of the established scarcity which has 
caused demand to drop. Blacks were 
important sellers as well. Play shoes 
remain in big demand, surprisingly, 
despite the relatively late date in the 
season, 

Emphasis will be placed on Fall lines 
in the coming showing, to be held at 
the Statler on June 2-3-4, according to 
S. S. Weiss, spokesman for the Michi- 
gan Shoe Travelers. 


Teen-Agers Score Again 


Cuicaco, Int.— Emphasizing anew 
their interest in teen-agers, The Fair 
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TERRIFIC! 


CLEANS 
SOFTENS 
PROTECTS 
DEODORIZES 


SANI-WHITE 
IS A 





NATIONALLY 
ADVERTISED 





have opened on their 8th floor, the 
“Fairteen Clubhouse” from which each 
Friday afternoon a half-hour radio 
show is broadcast with Chicago’s high 
school crowd participating. On week- 
days other than Fridays, the radio pro- 
gram is of fifteen-minute duration with 
musical recordings which have been re- 
quested by the teen-agers themselves 
and with “club chatter” by Carol Lee, 
director of the entire project. 
Membership in “Fairteens” is open 
to any girl or boy from 13 to 19. In the 
clubhouse is a juke box which plays 
“for free”; there are soft drinks to be 
had, ping pong tables to be used, space 
for dancing. Fashion shows will be 


HOLLYWOOD POLISH CO. 





107-32 Van Wyck Boulevard 
Richmond Hill 19, N. Y. 


held here, and although apparel will get 
the main emphasis, footwear, too, will 
be featured consistently. The extent to 
which this store believes in the im- 
portance of this age group is to be seen 
in the fact that they include in the 
club’s plans courses in dramatics, talent 
shows, a course in radio writing and 
direction under a Northwestern Uni- 
versity professor, a “charm school” for 
emphasis upon posture, clothes selec- 
tion, grooming, hair styling, etc. 


New Store Opens 


WABENT, W1s.—Van Derhyden’s shoe 
store recently opened for business here. 
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SOUVENIRS 
BUILD UP YOUR KIDDY 


Give-Aways for Boys and Girls 
BALLOONS—COMIC BOOKS—MARBLES 
Wire or Write Today for our Low Prices 


NATIONAL SALES CO. 
7403 So. Euclid Ave., Chicago 49, Illinois 





BOWS 


“GLAMORIZERS"” 





ACE BOWS . 2191 
tent. a = J Navy, Red, 
Black, 


Studded with 


—_ 
Brows, Navy, white gestae 
Nailheads. 


per dozen; 12 pairs min. order. 
immediate Delivery. All Bows with Clips. 
: Samples of citer chylte on vouned. 
ACE BOWS, INC. 


212 20th Brooklyn 32, N. Y. 

















Sponsor Radio Program 

MANCHESTER, N. H.—Satter’s Shoe 
Store, which opened several weeks ago 
at 972 Elm Street, is sponsoring a 
program over radio station WMUR here 
every Monday, Wednesday and Friday 
evening. The program offers an op- 
portunity to win an attractive Water- 
bury alarm clock. 


New Store Features 
Safety Shoes 


Curcaco — John J. Jenco has an- 
nounced the opening of the Chicago 
Safety Shoe Co., on West Chicago 
Avenue. The new store will feature 
a full line of safety shoes. Mr. Jenco 
believes it to be the largest safety shoe 
store in the mid-west and the second 
of its kind in the country. 


New Children’s Shop Opened 

Miami, Fia.—Schomer’s is a new 
shop where shoes from “cradle to cok 
lege” age will be featured. It is lo- 
cated at 3615 N. W. 17th Avenue, and 
will offer well known lines for children. 
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Zurick Returns to 
Shoe Business 


Denver, CoLo.—Frank B. Zurick, 
who was associated with The Fontius 
Shoe Company in an executive capacity 
for twenty-five years, and whe served 


FRANK B. ZURICK 


with the Office of Price Administration 
for the past two years as Shoe Ration- 
ing Representative and Colorado Price 
Executive, is now affiliated with Brown, 
Schlessman & Company, here. The firm 
has leased the shoe departments in the 
chain of Sweetbriar Shops, Inc., dis- 
tributors of women’s.apparel in the 
Rocky Mountain and plains area. 
Twenty-three stores are now operating 
in seven states, and shoe departments 
will be installed in these stores as fast 
as the market permits. 

The shoe shops will be known as 
Sweetbriar Shoe Departments, but will 
be owned and operated by Brown, 
Schlessman & Company, with Alfred G. 
Brown as president and general man- 
ager, and Mr. Zurick as buyer. Popu- 
lar priced shoes for women will be fea- 
tured 


First Ohio Travelers 
Show a Success 


CoLumBus, O.—The first shoe show to 
be staged by the recently organized 
Ohio Shoe Travelers Club brought to- 
gether somewhere near a thousand shoe 
men at the Deshler-Wallick Hotel, here, 
on May 15th, 16th and 17th. Over a 
hundred lines were displayed, and al- 
though few shoes other than those on 
quotas could be bought, there was much 
fraternizing and exchange of ideas as 
to how soon the seller’s market would 
come to an end. House slippers were 
plentiful. 

The three day session was topped off 
with an evening of entertainment—a 
stag party. 

W. Harry Minor, vice-president of 
the Ohio Shoe Club, served as general 
chairman of the show. Sammy Gross- 
man handled the publicity, while Ben 
Tolpen headed the entertainment com- 
mittee. Lester Abrams, first president 
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CHILDREN'S SANDALS 


ACROBATICS 


Chiid's 8-3 
Women's 4-9 
Men's 6-11 





Net 10 days F.O.B. Phila. 


SUEDE SPLIT UPPER 
in © Gray © Beige © Black 
— Heavy Suede Split Sole — 
T for Beach, Dancing Acrobatics, 
att ak Hg te ~, 
Packed in Bulk—Min. order 36 prs. 


KRISCHER-KLINE SHOES 
34 No. 4th Phila. 6, Pa. 

















of the Ohio Shoe Club, was prevented 
from being present at the club’s first 
show because of an operation which he 
underwent at the Polyclinic Hospital, 
Cleveland. 

The club plans to be hold another 
show next November at the Hotel Gib- 
son, Cincinnati. The dates will be an- 
nounced later. In addition, tentative 
plans are under way to hold a show 
at Cleveland in July. Ira Longini has 
been named chairman of the Cincinnati 
show, and Frank McKelvey is chairman 
of the Cleveland show. Other commit- 
tee chairmen include Dick Barnes, fair 
practice; Ran Randall, finance; Bob 
Newcomb, sick and flowers; E. H. 
(Larry) Minor, by-laws; and M. C. 
Swan, membership. 

Elroy Beil is serving as treasurer and 
Opal Hendrickson as secretary of the 
club. 


No Quota Numbers Needed 
To Ship Leather 


WASHINGTON.—The Civilian Produc- 
tion Administration has amended the 
order governing production of hides, 
skins, and leather (M-310) to delete the 
provision requiring that a tanner have 
a shoe manufacturer’s “quota number” 
before making leather shipments. 

The provision (paragraph (b) (4)) 
became superfluous with suspension of 
Order M-217, CPA’s shoe production 
order. 


Boot and Shoe Recorder 





MEN'S CASUAL 


Colors: Solid Brown 
Beige and Brown 

Rubber Sole 

Roller Adjustable Buckle 


AT ONCE 
DELIVERY 
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Exclusive 


Cloverleaf B UILDER 
METATARSAL PADS 


This is only one of dozens of scientif- 
ically designed metatarsal aids that help you 
sell “foot health” to your customers. Available 
in all sizes. The largest and most complete line 
of metatarsal pads in America. 


Scott’s Foot Appliances are leaders in 
smart stores the nation over. 
Write for Catalog 
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Mother Is First Customer for Sons’ Shoes e Ieresse Prices 


normally make news—unless the shoes ha 
sons. Above, Mrs. C. E. Reinhart is be 


Arbuckle-King & Company here. Mrs. R 

operated a retail store in Salem. They gave 
pe ee amy Fo “Blue Grass ae, Casuals 
buckle-King ompany added to their stock recently, they thoug 
more than that Mrs. Relahart who still resides in Salem, should get the oxes are sold direct to shoe manufac- 


first pair. Judging from the smile, Mrs. Reinhart agreed. 
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Of Shoe Boxes 


WASHINGTON.—Regional offices have 
been authorized to establish area dol- 
lar-and-cent ceiling prices for standard 
shoe boxes, the Office of Price Adminis- 
tration has announced. This action is 
taken to enable field offices to make 
necessary adjustments in the ceiling 
prices for shoe boxes where the pres- 
ent ceilings for some producers caught 
with increasing costs and low October 
1941 “freeze” ceilings appear to be dis- 
couraging production. In this, way, 
ceiling price adjustments can be pro- 
vided in the precise areas needing them. 

Adjustments of ceilings for some pro- 
ducers by establishment of uniform 
area prices would be designed to en- 
courage continued and increased pro- 
duction of shoe boxes, which are in 
heavy demand at the present time, with 
the supply position aggravated by cur- 
tailed production, and threatened fur- 
ther curtailment, by producers whose 
prices were frozen at low levels. 

Today’s action is merely an enabling 
authority and price ceilings for shoe 
boxes are not changed until an area ac- 
tion is taken by a regional office, OPA 
pointed out. The authority is likely to 
be used chiefly in the New England 
area, one of the large shoe box manu- 
facturing sections of the country. Shoe 
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WOMEN'S SHOES 
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Blue and White; Brown and White; 
All White. Brown non-mark- 
ing rubber soles. 


In Stock 
$].20 


Net 10 days 
F.0.B. N. Y. 
No. 1400 


Sizes: 5 to 9. 36 pr. of color to case 


POLONER SHOE CO. 
156 Duane Street, New York 13, N. Y. 
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SHOE STORE SUPPLIES 





Give us a trial by placing your order 

with our company. Prompt Delivery. 

Suggestions — CAVALIER LIQUIDS and 

CREMES, ESQUIRE, NUGGET, WHITTEMORE 

PASTES. ‘PIERCE, MILLER, ANDERSON SHOE 
The Paterson 

374-376 Main St. mat Porm a J. 
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WINDOW FIXTURES 





Ready for Immediate Delivery 


re SHO-MASTER 


At Last! A Shoe Fixture 
That Enhances Your Shoes 





geviies lucite tops adjust- 
to any angle. Attractive, 
plastic that will give 
service. 


15.99 


16” High—21" Wide 


HALSEN MFG. CO. 


227 S. Fifth St., Phila. 6, Pa. 
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Jack Conley to Retire July 1 


SEATTLE, WasH.— After 386 years 
with Frederick & Nelson of Seattle, 
35 of which he has served as buyer of 
women’s and children’s shoes in the 


JACK CONLEY 


downstairs shoe department Jack Con- 
ley will retire from active business on 
July 1. 

A native of New York State Mr. Con- 
ley went to the Northwest as a young 
man. Soon he found himself in the 
shoe business and spent his entire busi- 
ness career in this field. With a 
chuckle Mr. Conley says “I think I have 
set a record for longevity as a buyer in 
a department store; 35 years without 
being fired kicked upstairs or down- 
stairs.” 

Frederick & Nelson is a West Coast 
branch operation of Marshall Field & 
Co. Two years ago the parent company 
set up a comprehensive pension plan 
under which employes reaching the age 
of 65 may retire comfortably. 

Chet Greer who has assisted Mr. Con- 
ley for the past three years, will now 
succeed him. Before moving into Mr. 
Conley’s department Mr. Greer served 
six years as buyer of the young modern 
shop at Frederick & Nelson. Before 
joining the store, he was with Bedell’s 
of Portland for five years. Then he 
went with Olds, Wortman & King of 
Portland and after two years was 
transferred to an associate store, 
Kahn’s of Oakiand. 


Shoe Travelers to Hold Outing 


New York.—The fortieth anniver- 
sary of the Boot and Shoe Travelers’ 
Association will be marked by a zolf 
tournament and outing at the West- 
chester Biltmore Country Club, Rye, 
N. Y., June 18. Charles Havranck, 
secretary of the group, has made known 
that tennis, swimming pool and beach 
privileges will be available for non- 
golfers. Luncheon will be served at 
noon and tee off for the tournament is 
at 1:00 P.M. War bonds and other 
prizes will be awarded. 

Subscriptions for the affair can be 
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Sell Your Customers 


FOOT RELIEF 
OR MONEY BACK 


It is a proven fact 
Medicated Foot 
Baths bring foot 
relief to nearly 
100%. Cost $6.00 
doz.; Retail $1.00 
box. 

Cuaranteed to You 


R. E. BROWN Gincci. Sc. 


Glendale 3, Cal. 
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MEDICATED 


FOOT BATHS 
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SHOE BOWS Designed by PRUNAY 


| 


Made in Patent—or Black, Blue, 
Brown Calf or Suede. Studded with 
gold, silver or multi-colored nailheads. 


Immediate Delivery 
$10.80 per dozen 2% 10 days E.0.M. 
PRINCETON NOVELTY COMPANY 
136 West Broadway New York 13, N. Y. 














secured through Mr. Havranck in the 
Marbridge Building, 47 W. 34th St. 


Arthur W. Hollstein 


BALTIMORE, Mp.—Arthur W. Holl- 
stein died last month en route here 
from Dallas, Texas, where he had been 
attending a shoe show. He was 49 years 
of age. A native of this city, Mr. Holl- 
stein was sales representative of the 
David Brown Shoe Company, Inc., in 
the Southwest. He is survived by his 
mother, Mrs. Walter Hollstein, and a 
sister, Mrs. Robert Tate. 


Adopt Early Closing Hour 


Miami, Fia—In keeping with the 
trend to better working conditions and 
relaxation for employees, a number of 
Miami Avenue merchants have adopted 
a closing hour of 7 P.M. for Saturday. 
The stores involved include Leeds Shoes, 
Charles Cancellation Shoes, Lee’s Shoe 
Store, The Shoe Box, Slater’s Boot 
Shops. 
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Named NSTA Public 
Relations Director 


Cuicaco, Itt. — Clifford Blackburn, 
wartime public relations director for 
the Office of Defense Transportation for 
the Midwest region in Chicago, and 









CLIFFORD BLACKBURN 





later associated with another govern- 
ment agency as information and public 
relations executive, has been appointed 
public relations counsel for the National 
Shoe Travelers’ Association, Harold S. 
Marple, president of the association, 
has announced. His headquarters will 
be in Room 412, Hotel Morrison, Chi- 
cago. 

Working. closely with Norman H. 
Souther, secretary-treasurer of the as- 
sociation, the public relations division 
will soon announce a program of public 
relations objectives for the remainder 
of the year. 


“Modern Store Design” 
Treated in New Book 


Summing up their joint experience of 
25 years in the modernization of stores 
of all types, including many outstand- 
ing retail shoe establishments, Gene 
Burke and Edgar Kober of the architec- 
tural-designing firm of Burke and 
Kober have on the press a book titled 
“Modern Store Design.” 

Messers Burke and Kober analyze 
“Modern” design and make it plain that 
much which has been in the guise of 
modern has only been monstrous, and 
stores so afflicted have discovered that 
simply being new and novel and start- 
ling does not necessarily mean being 
modern in the accepted sense. At the 
same time, they point out that the truly 
modern, because it is functional and de- 
signed for use, is the most practical 
and economical form. 

Of primary interest to the man who 
pays the bills is the authors’ keen 
analysis of the economic factors in- 
volved. The only justification for mod- 
ernization, they contend, is a prospect 
of enhanced profits, a plant which can 
operate more economically, and an in- 
stitution which will be so striking and 
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In every “MUTUAL” pattern, 
there is a distinctive style and 
grace which is instantly ap- 
parent and is as irresistible 
in its appeal to women of 
good taste, as it is to the 
retailer who recognizes / 
the quality of work- /” 
manship and mate- 
rials which made 
it possible. 
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No. 9770 
High Heel Sling Pump. Black Plostic 
Patent. California Process. S. and 
M. Widths. Sizes 3 to 9. 
Delivery June 10th. 










145 DUANE STREET 
















so appropriate for its purposes that it 
will attract new customers. 

To know whether a project is eco- 
nomically sound or not, Burke and 
Kober recommend exhaustive merchan- 
dising surveys and research in advance 
of the actual planning. This, they feel, 
should include analyses of all the rea- 
sons for and against the project—a 
critical examination of the old site or 
proposed new site with relation to the 
type of store planned—an inquiry into 
such factors as pedestrian and vehicle 
traffic flow, transportation facilities 
generally, the character of surrounding 
business, industrial, and residential 


| MUTUAL Sse Gone 


One of New Yorks 
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Then step by step, facade, windows, 
entrance, and interiors, section by sec- 
tion, Burke and Kober held, should be 
planned with extreme care and delibera- 


tion. Planning should take into con- 
sideration materials, with relation to 
local climatic or other conditions, and 
also with respect to their local cost; the 
labor situation is an important cost fac- 
tor, representing a greater item of ex- 
pense proportionately in the partial 
modernization than in new construction. 
Fixtures, furnishings, decor and other 
details should be planned at the same 
time that architectural features are un- 
der consideration so that there may be 
complete harmony between the two. 
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WOMEN'S SLIPPERS 


WOMEN’S FELT EVERETTS 
$4.20 


Hard Leather 
Soles 
Re-enforced Toe. 
Colors: Gray and 
Blue. 
Sizes: 5-9 
No. 190 Immediate Delivery 


Terms: NET 10 days, F.O.B. New York 
Minimum order 18 prs. of color 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 


PLAID SHOE LACES 








PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write jor Color Card TODAY 

LYONS & COMPANY 


120 Deane St., New York 7, WN. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 








JOBS 


WE SELL 
QUALITY SHOES 


Quality Shoes Since 1932 


From the Nation’‘s 
leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5198-1 
79-81 Reede $1., New York 7, M. Y. 











A. H. Plotkin New Shoe 
Club President 


New YorkK.—The second in a series 
of Shoe Club luncheon meetings was 
held at the Hotel McAlpin recently to 
mark the election of A. H. Plotkin as 


A. H. PLOTKIN 


president of the group. Over fifty mem- 
bers turned out to welcome Mr. Plotkin 
and to hear Dolly Stark, one of base- 
ball’s most popular umpires, speak in- 
formally about famous games and play- 
ers in the great national pastime. Now 
retired from the sport, Mr. Stark “re- 
tains a welter of baseball facts and fig- 
ures in his memory, well tested by the 
questions of members. 

Other officers of the Shoe Club, all 
of whom will be officially installed in 
the Fall, are Barney B. Kimless, first 
vice-president; Charles H. Nahles, sec- 
ond vice-president; Joseph W. Schmidt, 
third vice-president; Milton Klein, sec- 
retary; Irving Karten, sergeant-at- 
arms; and Barney Fox, treasurer. The 
board of directors now consists of D. 
S. Macdonald, William G. Monsees, 
Harry Deines, Benjamin Schwartz, Her- 
bert Lehmann, John L. Jerro, Everit B. 
Terhune, George F. Knoche, Harold B. 
Gessner, M. J. Sachs, and William 
Bressler. Mr. Bressler is the retiring 
president. 


Delay in Tanners’ Price 
Increase Halts Shoe Production 
(CONTINUED FROM PAGE 97) 


of shoes a year. From 1936 to 1940, 
average annual production was 411 mil- 
lion pairs. During the years 1941-1945, 
production including military amounted 
to 466 million pairs annually. Despite 
current difficulties, production for the 
first four months of 1946 has been at 
the rate of 535 million pairs annually. 
This figure was reached via a calculated 
estimate of 47 million pairs per month 
for March and April, accurate to one 
or two per cent, Mr. Stephenson ex- 
plained. “Production for the first half 
of May was good,” he said, “but the 
last half has been sharply affected by 
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DISPLAY SHOE FORMS 





CELLULOID — ladies’ , children’s — Sesh 
heel heights and sizee—imaediate 


misses’ 
coler only, 
, N 
Plast 10 (Lucite) DISPLAY SHOE STANDS, 


Write for samples or details 
LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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the halt of leather from tanners. Since 
the Tanners Council meeting, manufac- 
turers have been using up their in- 
ventories. Unless immediate action is 
taken by OPA, June production will 
fall to half or below the previous rate 
on leather footwear.” Mr. Stephenson 
said that NSMA will take a committee 
ef top industry officials representing 
half a billion dollars worth of shoe pro- 
duction to Washington this week to 
seek remedial action. 

Queried as to the advisability of tan- 
ners employing escalator clauses in the 
face of expected price increases, Mr. 
Stephenson said such clauses could not 
be employed until legislation granting 
the increase becomes effective. Tanners 
cannot bill increased prices on the 
strength of a pricing regulation prom- 
ised but not yet legal. He estimated 
that approximately one-half of any in- 
crease granted tanners will affect shoe 
manufacturers, Should the increase be 
10 per cent, the cost to manufacturers 
will be five per cent. “However,” Mr. 
Stephenson said, “we can’t talk about 
further adjustments in shoe prices un- 
til we know what the tanners’ prices 
will be. Our immediate problem is to 
restore the flow of leather.” 

Mr. Stephenson also made known 
that the long awaited low-end pricing 
order has again been delayed. Expected 
weekly from OPA, it was believed that 
the order would be approved and issued 
the week of May 20. However, further 
revisions have again delayed the amend- 
ment. 
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WITH “UMPECO ALL 


rovers BUCKLES _srass 
“MAKE GOOD SHOES BETTER" 
Through 
@ PERFECT BALANCE 
© GREATER STRENGTH 
@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 
@ FINE DURABLE FINISHES 


To insure complete user satisfaction specify ‘‘Umpece Buckles"' 








Unique Metal Products & Engineering Co. 
MARK CURATOLO, Prop. 


60 LISPENARD ST. NEW YORK 13, N. Y. 

















HANDY PRICE STICKERS for 
SHOES and CARTONS 
100 to a perforated sheet; width 
to fit your typewriter 


Book of 1452 300 


CEILING PRICE 


12 sheets 
gummed and per- 
forated to a book. 














markers will 1452 
$4.50 Price Markers 
mark 726 pairs. OUR PRICE 
$4.50 2 books: $3.50 
Check, M.O., or C.0.D. 
Actual size 


20? S$. Stete St., Chicago, Ill. 
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AN OUTSTANDING VALUE 


LIMITED QUANTITIES—ORDER NOW 


NEW, SMART, 
COMFORTABLE 


SANDALS 


ONLY 


$960 


PAIR 











Genuine Luggage Leather uppers. Sturdy 
Oak soles. Leather midsole. The new non- 
marking rubber heels. Sizes 6 to 12. 


ORDER THESE SANDALS NOW 
for immediate wear! 





ARNOFF SHOE COMPANY 
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Back row, left to right: Daniel Watson, A. D. Kaight, Frank Masterson, Louis H. 
Salvage and Maxwell Field. Seated: Jack Sandler, James Gormley, John E. Daniels 


and Frank C. Donovan. 


~ Boot and Shoe Club Plans Outing 


in past years, will be served all guests. 
Leather and other prizes will be award- 
ed winners in each of the shoe, leather 
and allied trade divisions. Finally, a 
souvenir booklet will be distributed to 
each of the players with their score 
cards, 

The committee, in addition to Mr. 
Donovan and Mr. Daniels consists of 
James Gormley, Frank Masterson, 
Louis H. Salvage, William Doyle, A. D. 
Knight, Daniel Watson, J. S. Lanigan, 
C. H. Moore, Jack Sandler, T. Kenyon 
Holly, George Dempsey, E. Walker, and 
Maxwell Field. 


C. H. Baker to Open 
In Oakland 


OAKLAND, CALIF.—The C. H. Baker 
Shoe Company is entering the local re- 
tail market and has acquired a 15-year 
lease on a building running through the 
block from 1723-25 Broadway to 1720- 
24 Telegraph Avenue. It is reported 
that the transaction involves the sum 
of $350,000. 

Under terms of the lease Baker will 
take possession of the two-story and 
basement on July Ist, but before open- 
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and Shoe Club’s annual golf tourna- 
ment will be held at the Wollaston Golf 
Course on Thursday, June 13, accord- 
ing to John E. Daniels, club president. 
General chairman of the committee, 
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tournament, is Frank C. Donovan, 
former club president. 

The committee plans to sponsor one 
of the finest golf tournaments ever held 
in the industry. A buffet luncheon, as 





Boston, Mass.—The Boston Boot which is handling this shoe and leather ing the new store the firm will spend in 


the neighborhood of $75,000 in altering 
and modernizing the building. 

The firm now has two stores in San 
Francisco, and others in Los Angeles 
and other large Coast cities. 
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CHILDREN'S SADDLES 





White Elk with Brown Elk Saddles. Heavy 


Brown Sport Rubber Soles and Heels. 
Full Grain Leather Insoles 


Sizes: 8, te 12; 12/4 te 3; 36 pre. te a run te the case 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 
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Kinney Expands 
Chester Store 


CHESTER, Pa.—The G. R. Kinney 
Company’s expanding business in Ches- 
ter, Pa. necessitated a modern new unit 
with a 52 foot spread on Edgmont 


C. N. REINERT 


Avenue. A very attractive front pro- 
vides three large windows which allow 
for ample display of merchandise. The 
Chester unit is managed by C. N. 
Reinert, who has been employed by the 
company for 26 years. 





LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
Shoe Store for 46 Years 

















Consumer Buying 
Above War Peak 


Los ANGELES, CALIF.—In a survey of 
business conditions in Southern Cali- 
fornia, the Research Department of the 
Security-First National Bank of Los 
Angeles reports: 

“The Jan. 28, 1946, official population 
count of Los Angeles City, recently an- 
nounced at 1,805,687 by the United 
States Bureau of the Census, revealed 
the interesting fact that during the war 
period this community moved up from 
fifth to fourth place among the cities of 
the nation. 

“Since the Japanese surrender retail 
sales volume has increased even more 
rapidly than it did during the war. In 
the Los Angeles area department store 
sales have advanced more than 20 per 
cent since last August. 

“This unexpected rise in consumer 
buying to well above wartime peaks, 
coming at a time when industrial em- 
ployment and payrclls were sharply re- 
duced, has led some persons to believe 
that the public is rapidly liquidating its 
wartime savings and that the current 
boom may, therefore, prove short-lived. 

“This impression is not substantiated 
by the facts. The misconception, in 





part, arises from over-emphasis of the 
importance of industry in the economy 
locally. Figures on the contraction of 
manufacturing employment and pay- 
rolls are, by themselves, startling. For 
example, in the first few months after 
VJ-Day, factory employment in Los 
Angeles County declined by 120,000 per- 
sons or 27 per cent. Payrolls because 
of the loss of overtime shift bonuses, 
etc., declined even more; the reduction 
amounted to roughly $30,000,000 per 
month, a 33 per cent decline. 

“Large as these figures are, they must 
be judged in relation to total income of 
all persons in the area if they are to 
be seen in true perspective. Income 
payments to individuals in Los Angeles 
County are currently averaging about 
$400,000,000 per month. Thus, the $30,- 
000,000 decline in factory payrolls 
amounts to less than 10 per cent of 
total income payments. Moreover, part 
of this decline in manufacturing pay- 
rolls has been offset by increased pay- 
ments in other lines of business. 

“The sharp expansion of retail trade 

to current record levels is not explained 
simply by the spending of savings or 
any other one factor; it is a combina- 
tion of a wide variety of developments. 
Among the more important of these 
are: 
“1. Population growth. Since VJ- 
Day the number of persons living in 
Los Angeles County, including returned 
service men and women, has increased 
by at least 250,000. 

“2. Purchases of clothing, household 
items, etc., by service personnel have 
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PRICE TICKETS 





Great Little Time Savers 


PRICE TICKETS: Size 142" wide, 2%" 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs. . . 
choice of Green, Blue, Orange, Brown; 
Lavender. Samples on request. 30¢ 
a doz., 12 doz. $2.50. 





MERCHANTS SERVICE DEPT. 
#209 S$. State St., Chicago, ii. 

















been unusually large. Termination 
payments, including terminal leave, 
mustering out, and other extra pay- 
ments, have given persons released 
from the service funds with which to 
buy many of the things they need. 
There are no figures available on the 
total amount of money involved, but 
conservative estimates indicate that in 
Los Angeles County alone the total to 
date has exceeded $50,000,000. 

“3. Unemployment benefits have con- 
tributed substantially to buying power. 
Since VJ-Day these payments have in- 
creased from roughly $1,250,000 to $11,- 
000,000 per month in Los Angeles 
County. For Southern California as a 
whole the total is currently about $15,- 
000,000 per month. 

“4. A reduction in the amount of 
money being saved out of current in- 
come has added materially to spendable 
income. Similarly, the reduction in fed- 
eral income taxes has added to the sup- 
ply of spendabie income.” 
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Rail Strike | 
Hits Shoes. 


NEW YoRK—Impact of the nation- 
wide railway strike on the shoe busi- 
ness was no different than its effect on 
hundreds of other industries in which 
it served merely to render more acute 
and difficult a shortage of merchandise 
that already was causing grave concern 
to the industry and serious inconveni- 
ence to consumers. 

To shoe men, however, it seemed lit- 
tle short of tragic that such a situation 
should be permitted to develop. Fac- 
tories were hit both ways, by inability 
to make shipments of finished shoes 
and by stoppage of incoming leather 
and supplies, except such quantities as 
could be obtained from nearby sources 
by motor truck or other means. Stocks 
of shoes in the retail stores, already 
critically low in many instances, were 
further depleted by retail selling of 
footwear that could not be replaced. 
Fortunately, the interruption was brief. 

Many retailers, in this emergency, 
focused their promotion and selling ef- 
forts largely on the casual types of 
shoes, many of which had not been 
moving according to expectations so far 
this season because of unfavorable 
weather. At least that is the cause 
to which a noticeable falling off in de- 
mand for such shoes has been generally 





attributed, although some merchants 
are wondering whether the develop- 














This advertisement appears as a matter of record only and is under no 
circumstances to be construed as an offering of these securities for 
sale, or as a solicitation of an offer to buy any of such securi- 
ties. The offering is made only by the Prospectus, 


40,000 Shares 


Aldens, Inc. 


Cumulative Preferred Stock, 414% Series 


(Par value $100 per share) 


Price $104 per Share 


(plus accrued dividends from April 1, 1946 to the date of delivery) 





Copies of the Prospectus may be obtained in any State from such 
of the several Underwriters, including the undersigned, as 
may lawfully offer the securities in such State. 


. LEHMAN BROTHERS 


May 22, 1946. 














ment of certain types and grades of 
so-called casual footwear hat not out- 
stripped the consumer requirements. 

Belief--here is. that casuals. of good 
quality, capable of rendering satisfac- 
tory service, will sell in volume with 
the advent of warmer weather, but 
some retailers are doubtful of other 
types, whose quality and service has 
not always proved satisfactory to the 
customers who have bought them. The 
fact that the strike here coincided with 
a change to more seasonable weather 
offered an opportunity to test out pro- 
motion of casuals. 





Children’s Bootery Moves 


MraMi1, Fita.—The Alray Children’s 
Bootery, long located on South Miami 
Avenue, has changed location and is 
now operating in a shop a block dis- 
tant from the old one. Mitchel Kuper- 
berg is owner and operator. The new 
shop occupies one-half a building, the 
other half is devoted to children’s wear 
and is operated by another member of 
the family. 

It might be expected that such a shep 
would be highly juvenile in its decora- 
tions, but this is not the case. The fix- 
tures are subdued and substantial, the 
walls are lined with shoe boxes, and the 
floor is covered with deep wine colored 
carpet. The idea is that the selection 
of a pair of shoes is, or should be, a 
serious matter, and the child becomes 
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conscious of this when there is nothing 
to distract his attention. 

The fitting of correct shoes is not to 
be undertaken lightly, and Mr. Kuper- 
berg would rather lose a sale than make 
a dissatisfied customer. “For,” said he, 
“if you allow a child to leave with a 
shoe you know is not right for him, then 
ever after your shop will be remem- 
bered as the place where it was bought, 
regardless of how your objections were 
overridden by mother and child.” 

Mr. Kuperberg believes in a complete 
stock of shoes at all times, and is 
against operating on a skeleton inven- 
tory, even though the turnover may be 
greater. His ability to fit correctly is 
recognized by pediatricians and ortho- 
pedic surgeons, and many of his cus- 
tomers come on orders from these spe- 
cialists. He also works in cooperation 
with a surgical supply house, fitting 
shoes with attached braces. 


Open New Los Angeles Unit 


Los ANGELES, CALIF.—A new retail 
outlet in the Leed’s shoe store chain, 
the third in Los Angeles, has been open- 
ed at 553 South Broadway. The first 
Leed’s store was opened in Los Angeles 
in 1930 at 751 South Broadway, and a 
year later the second store was estab- 
lished at 525 South Broadway. During 
the succeeding 15 years, 60 stores have 
been established in various cities on the 





Pacific Coast, from San Diego, Calat., 
to Spokane, Wash., it was pointed eut 
by Joe Arenson, general manager ef all 
Pacific Coast stores. 

Cecil Winn has been named manager 
of the newest store in Los Angeles, a 
completely modern establishment with 
fluorescent lighting, upholstered chairs 
and heavy carpeting. 





‘“‘Television” Store Reopens 


Kansas Crry, Mo. — With a new 
plate-glass front thirty-feet in length 
and fifteen feet high, Chandler’s Tele- 
vision Shoe Store has reopened on Pet- 
ticoat Lane, here. Opening day pro- 
motion featured “Television Is Here,” 
and is being used in follow-up newspa- 
per advertising. In line with the tele- 
vision idea to promote the new front, 
no window display obscures the tele- 
vision interior. It is the only front of 
its kind among Kansas City shoe stores. 

The remodeling was done at a cost 
of about $50,000, taking almost five 
months for completion; during this 
time the store remained open for busi- 
ness, occupying an adjacent sterereom. 

Interior of the new television store 
has bleached oak fixtures, mauve gray 
carpet, and blue upholstery, highlighted 
by indirect lighting, combining day- 
light, fluorescent, ineandescent and 
neon. 
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Searce Item — Buy Now! 


BROWN COWHIDE 


Zipper Style Full Sheep Collar 
Write for Folder 


CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 
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MEN'S LEATHER SANDALS 


LEATHER SOLES with PLATFORM 
BROWN RUBBER ae — will 


Other Style Sandals Available—Some With 
Wedge Heels 


KANDEL SHOE CO. 


Men's ond Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 

















Following approximately four years 
with the Army as Post Exchange Offi- 
cer, Richard J. Ehrlich has been ap- 
pointed to the newly created post of 
merchandise representative of women’s 
style and play shoes in the basement 
division of the Associated Merchandis- 
ing Corporation. Previously he had 
been assistant buyer of shoes at Macy’s 
and before that buyer of women’s, 
children’s and men’s shoes at Hecht’s, 
New York. 





About Shoe People 


Robert Clear, of Portland, Ind., has 
bought a shoe store in St. Mary’s, Ohio, 
and will take active management of it 
after an extended motor trip with his 
wife and daughter. He was recently 
discharged from the Army. 


* * * 


Harry Berkowitz, California represen- 
tative for the Huiskamp and Hannah- 
son lines, is back at his headquarters in 
the Haas building, Los Angeles, after 


HARRY BERKOWITZ 


being injured in an auto accident while 
traveling from Boston to New York. 
During his short absence his son, Al 
Berkowitz, has been talking care of the 


territory. 
* ~ * 


Carl Nathan, vice-president- of the 
Sun Shoe Manufacturing Company, 
who makes his headquarters in New 
York, is recovering from an appendec- 
tomy, performed at Sydenham Hospital. 
Mr. Nathan is doing fine and hopes to 
leave soon on a business trip to Europe. 

* oe » 


Harry Bass, of Kitty Kelly Shoes, has 
accepted the chairmanship of the shoe 
division of the Joint Defense Appeal, 
it has been announced by Oscar M. 
Lazrus and Edmund Waterman, execu- 
tive chairmen of the campaign. 

Mr. Bass revealed that immediate 
plans would concentrate upon the for- 
mation of a committee to mobilize the 
industry in the fight against anti-Semi- 
tism. He explained that the function of 
the Joint Defense Appeal was to raise 
the money required by the American 
Jewish Committee and the Anti-Defa- 
mation League of B’nai B’rith to carry 
on their work in fighting racial and re- 
ligious bigotry. 

* ~ * 


Robert Newcomb, who has just been 
released from army service after four 
years in the Air Corps, has joined his 
father in the retail shoe business in 
Santa Ana, Cal. 


Max Kaplan and Morris Ritvo have 
started making play shoes at 212 S. 
Spring St., Los Angeles, under the 
trade name of Perfect Shoe Co. 

~ - ~ 


Ben Sloat, who was connected with 
the Pacific Coast Shoe Co., wholesalers 
in Los Angeles, has started a children’s 
shoe store on Ventura Blvd., Studio 
City, Cal. 

* - ~ 

Robert H. Fesler has joined the Asso- 
ciated Merchandising Corporation as di- 
visional market supervisor of all fashion 
accessories, Herbert O. Bergdahl, execu- 
tive vice-president, announced recently. 
Mr. Fesler was previously division man- 
ager of all shoes at Montgomery Ward, 
New York, and also stylist for Flor- 
sheim shoes. 

» * * 

Herbert Lape, president of Julian & 
Kokenge Co., Columbus, Ohio, shoe 
manufacturers, has been elected to the 
board of directors of the Ohio National 
Bank of Columbus. He fills the vacancy 
created by the death of Vie Donahey, 
former Ohio Governor and U. S. Sena- 
tor. Mr. Lape started with Julian & 
Kokenge Co. in 1925 and was elected 
president in 1941. Prior to that time 
he was associated with the Conrad Shoe 
Co., Brockton, Mass. He has been ac- 
tive in business and civic affairs of 
Columbus for many years. 

7 ~ ~ 


Jack Egel, formerly located at 50 
North Main Street, South Norwalk, 
Conn., has relocated and opened for 
business at 12 South Main Street, in the 
store formerly occupied by Charles 
Levy. Mr. Egel was discharged from 
the Army after two years of meritori- 
ous service. 

~ ” * 

Ode Winkler, former Jacksonville, 
Fla., merchandising executive with the 
Baker Shoe Stores has been named 
assistant to the salesmanager in the 
home office at St. Louis, Mo. Mr. Winkler 
was at one time manager of the Baker 
store in Jacksonville, and later became 
regional manager of all Baker shops 
throughout Florida. He served for 
three years with the Air Forces and 
vpon his return to Florida after being 
discharged from the service, received 
his promotion and transfer to the home 
office in St. Louis. 


* - * 


Mike Sonick, of Bridgeport, Conn., 
has purchased the old Dixie Crystal 
theater building, Clewiston, Fla., and 
plans to convert it into a shoe repair 
shop. Alterations are now under way. 
A limited line of clothing will be car- 
ried. 

~ ~ 7 

Frank Popiel, formerly of Missoula, 

Mont., has been recently discharged 
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from the Army and is establishing a 
new shoe store, The Bootery, in Ham- 
ilton, Mont. 

. * > 

W. H. McLeod, Jr., is now serving as 
a shoe salesman in the shoe depart- 
ment of the Missoula Mercantile, Mis- 
soula, Mont. 

> 7 . 

Irwin Katz, recent lieutenant j. g. in 
the Navy, is again associated with his 
father, Samuel Katz, owner of the 
Hubbard Shoe Co., Rochester, N. H. 
Lieutenant Katz served in both the 
Atlantic and Pacific. He wears the 
American, European and Pacific the- 
ater ribbons with one battle star, and 
the Philippine Liberation ribbon with 
one battle star. 

> * . 

Walter H. Wood, industrial engineer 
of the Spaulding Fibre Co., Inc., 
Rochester, N. H., manufacturers of 
Spaulding shoe counters, has resigned 
as chairman of the Rochester Planning 
Board. He is a former mayor of 
Rochester. 

. > 7 

Russell R. Kelly has sold his interest 
in the Earl Shoe Company at 304 N. 
Main Street, Kokomo, Ind., to his part- 
ner of nine years, E. H. Chenoweth. 
Mr. Kelly will open a shoe store for 
children in St. Paul, Minn. T. J. Sparks, 
who was head of the Big Shoe Store at 
one time, is the new manager of the 
Ear] Shoe Company. 
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E, B. Cooley has resigned as a fore- 
man at the Stetson Shoe Co., South 
Weymouth, Mass., and plans to retire 
from shoemaking. For many years, he 
was head of the N. B. Thayer Shoe Co., 
in East Rochester, N. H., where he still 
resides. 
* 7 7 

George F. Johnson, chairman of the 
board of Endicott Johnson Corp., has 
returned to his Endicott, N. Y., home 
after spending the past few months at 
Daytona Beach, Fla. The 88-year-old 
shoe manufacturer continues in good 
health. 

7 > 7 

Samuel M. Le Vine, president of Uncle 
Sam’s Shoes, Inc., Paterson, N. J., re- 
tail shoe stores, and the May Company, 
shoe wholesalers, has been named head 














SAMUEL M. LE VINE 


of the Paterson shoe industry division 
of United Jewish Appeal. At a recent 
meeting of shoe people at his home, 
Mr. Le Vine spoke briefly and used 
motion pictures depicting the plight of 
European Jews to obtain pledges total- 
ing about six times more than last 
year’s contribution from the same 
group. 
. 7 - 

Harry L. Johnson, Jr., assistant to 
the vice-president of Endicott Johnson 
Corp., recently underwent a major 
operation for a stomach ailment in a 
Boston hospital. He is said to be con- 
valescing satisfactorily. 

- . o 

Robert F. Dacey, of Watertown, 
N. Y., first vice-president of the New 
York State Shoe Retailers Association, 
has been appointed co-councilor with 
president Harry Ehrenpreis to repre- 
sent that body in the New York State 
Council of Business Associations. 

. + . 


Lt. Col. Russell Urban, a veteran of 
both world wars, has been promoted to 
the position of treasurer of the G. Ed- 
win Smith Shoe Co., Columbus, 0. He 
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joined the firm in 1934 as assistant 
office manager and in 1943, when he left 
for war duty, was comptroller. 

. > > 

Stanley W. Parker has joined The 
Bon Marche department store, Lowell, 
Mass., as divisional manager. He will 
be in full charge of the women’s de- 
partments, including the shoe section. 
He succeeds the late Cornelius F. Giles. 
Mr. Parker was connected with the 
Lawrence, Mass. store of Cherry & 
Webb for the past 22 years. 

7 > * 

R. H. Lohr has returned to Pitts- 
burgh, Pa., from three years service 
with the Navy. He has been assigned 
sales representative for H. Childs & 
Company in Western Ohio and Michi- 
gan. 

7 7 7 

Maj. Herbert I. Baker has returned 
to the sales force of the Baker Shoe 
Company, Pittsburgh, Pa. He served 
with the Army for four and one-half 
years, in the Atlantic and Pacific 
theaters. 

" . > . 

William J.. Meigel, manager of 
Michael’s Shoe Store, Pittsburgh, Pa., 
has welcomed his two sons home: Don- 
ald J. from three and one-half years 
in the Marine Air Corps; William E. 
from two and one-half years in the 
Army Air Corps. 
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Textile Shortages Affect Rubber Houses 





Survey by Rubber Manufacturers’ Association Reveals Fabric Inven- 
tories Critically Low—Some Plants Operating on Day-to-Day Basis 


New York.—Continuation of textile 
shortages is keeping rubber manufac- 
turers on a hand-to-mouth basis of op- 
eration despite recent government set- 
asides designed to move hard-to-find 
cotton fabrics into the hands of indus- 
trial users. This fact was apparent in 
returns reaching the Rubber Manufac- 
turers Association as part of its second 
survey of manufacturers to determine 
fabric inventory positions which have 
been critically low since the first of the 
year. Slight improvement was shown 
in some types of fabric as compared 
with the situation six weeks ago. At 
that time many manufacturers had 
been unable to obtain as much as a 
yard of their second quarter fabric re- 
quirements and were threatened with 
shutdowns. Despite this improvement, 
certain divisions of the rubber manu- 
facturing industry are still operating 
on what is virtually a day-to-day basis. 

Rubber manufacturers cited as prin- 
cipal reasons for their inability to ob- 
tain fabrics vital to their own factory 
operations, the claims of textile mill 
operators that they have been confused 
by CPA orders affecting the distribu- 
tion of fabrics and the further claims 
of the cotton people that they cannot 
move their goods under present OPA 
ceilings. Several rubber manufactur- 
ers cited the fact that some cotton mills 
have diverted their production to more 
profitable constructions, while others 
blamed reduced cotton mill production. 
Labor shortages, scarcity of coal and 
starch, and heavy set-asides for export 


and the bag trade were other reasons 
given for the tight cotton goods situa- 
tion. 

Scarcities have been felt most acutely 
by manufacturers of friction tape and 
coated materials. As one of the major 
users of broad woven fabrics, the coat- 
ing division reported extremely short 
supplies of all types of cloth. For ex- 
ample, only two out of 22 reporting 
companies have been able to obtain 
more than 50 per cent of their second 
quarter sheeting requirements. Others 
report having obtained up to 50 per 
cent, but in most cases less, of their 
requirements in print cloths, sateens 
and drills and twills. Osnaburgs were 
reported by this group as in somewhat 
easier but still not adequate supply. 

Sheetings continue tight straight 
across the board. Manufacturers of 
tires, mechanical rubber goods and rub- 
ber footwear report little improvement 
in supplies of sheeting in the past 
month. Most users found some im- 
provement, however, in supplies of 
osnaburgs, belt and hose duck, enamel- 
ing ducks and chafer fabrics. 

The survey showed that the threat of 
rubber plant shutdowns, an immediate 
reality in April, had receded slightly. 
The association noted, however, that 
both shipments and over-all inventory 
continue so low that forward schedul- 
ing of production is almost impossible 
and that any material lessening of 
supplies would still bring serious inter- 
ruptions of operations. 
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Charles F. Goddard 


Boston, Mass.—Word has been re- 
ceived here of the death on May 17 in 
Chantilly, France, of Charles F. God- 
dard, retired managing director of the 
French branch of the United Shoe Ma- 
chinery Corporation. He was 71 years 
old and had represented the USMC in 
Europe in various capacities from 1903 
until his retirement. In addition to 
managing the corporation’s French af- 
filiate, he was a former director of the 
Italian division of the USMC, manag- 
ing director of the Manufacture Fran- 
caise O¢cillets Metalliques and vice- 
president of the Turner Tanning 
Machinery Comapny of France. 

Born in Worcester, Mass., Mr. God- 
dard prepared for Harvard College at 
Exeter Academy. He graduated from 
the former with the class of 1896. He 
was made a Chevalier de Legion 
d’Honneur in 1923 for services to 
France during the first World War and 
was a past director of the American 
Chamber of Commerce in Paris. He 
was also a life member of the Union 


Inter Allie and belonged to the Har- 
vard and American clubs of Paris, the 
Trainers Club of France and the 
Worcester and Tatnuck Country Clubs 
of Worcester. 

Mr. Goddard is survived iby his 
widow, Mrs. Mabelle Hayward (Pren- 
tice) Goddard, also a native of 
Worcester. 


Remodel Shoe Store 


MissouLa, Mont.—Both the upstairs 
and the basement of the Dixon Hoon 
shoe store, here, have been completely 
redecorated in rose and peach, with 
white trim, to tie in with the main 
floor color scheme. 

William Dixon, Jr., has returned to 
Dixon Hoon’s as a salesman. As chief 
petty officer, he served with the Navy 
for four and one-half years. 

This store reports a good demand for 
white spectators with the black patent 
sling pump still popular. Sport casu- 
als in all styles and colors are wanted 
by the high school and university 
students. 
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Stewart's Opens Distinctive Shoe Salon: 


Stewart's new second floor shoe department is bright and comfortable—an invit- 


BALTIMORE, Mp.—There’s a distinc- 
tive, muted elegance to Stewart’s new 
second floor shoe department which was 
recently created after dwelling for 15 
years on the third floor of the store. 
Brought down recently to tie-in with 
other related accessories in this area 
and to provide additional space and 
ease in shopping for customers who 
come up one flight or by elevator, the 
redecorated section has been an out- 
standing success since its opening. 

Left of the elevator the new shoe de- 
partment faces the center of the store. 
From a distance, the gold, grey wall 
paper, dark green and grey reptile 
chairs, rectangular shadow boxes on 
the back, left and right walls, lighted 
in soft effects, make a pleasing invita- 
tion to the customer. The right wall 
rectangular shadow boxes are devoted 
exclusively to the slipper bar. 

For those waiting, the Stewart man- 
agement has provided an interesting 
small round table in the center of the 
floor surrounded by three comfortable 
sofas in cool, soothing shades. Over- 
head, giving the effect of daylight, is 
fluorescent lighting cleverly arranged 
indirectly with lattice work and lowered 
ceiling. This brightens the department 
and makes the salespeople’s work easier 
as well as giving comfort to shoppers. 

Although the sales staff varies with 
holiday and part-time workers, the per- 
manent employes number from eight to 


ing place in which to shop for shoes. 





The Leisure Bar is backed by shadow 
boxes devoted exclusively to slippers 
and leisure types. 


twelve, and the price range of the shoes 
is from $6.95 to $22.95 with emphasis 
on the intermediate range. This is in 
accordance with store policy since it 
is slanted primarily for the middle class 
consumer, 

Allied with the opening of the second 
floor shoe department was consistent 
newspaper and window promotion call- 
ing attention to the latest, convenient 
location and the striking postwar fea- 
tures. 








Lewis B. Dudley 


HAVERHILL, MAss.—Lewis B. Dudley 
who, in the late nineties, began manu- 
facturing children’s and infants’ shoes 
in his home in this city and who, at the 
time of his retirement in 1931, was 
head of L. B. Dudley & Co., with a 
daily production of 6000 pairs or more, 
died on May 20 at the Hale Hospital 
here. His home was at 516 South Main 
Street. 

Mr. Dudley, who was 68 years old, 
was a noted sports enthusiast as well 
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as an active business man. Bicycle 
and motor boat racing were his hobbies. 

For the past 12 years, he had oper- 
ated the Lew-Ann Kennel, at his home. 
His Scottish terriers won many awards 
in New England dog shows. Before his 
retirement, he also owned a race horse, 
May Day. He was one of the directors 
of the Scottish Terrier Club of New 
England and a chcarter member of the 
Arlington Club. 

Besides his widow, Mrs. Anna R. 
(Kaulbach) Dudley, he leaves a sister, 
Mrs. John H. Putnam. 
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Fall Shoe Picture Reflects Leather Crisis 





Other Materials to Be Used More Widely and Staple Footwear, 
Requiring Much Leather, Will Be in Short Supply 


By JACK MINNOCK 


New York.—If the shoe retailer is 
quite concerned over the shortage of 
all-leather footwear that is now avail- 
able, and the low inventory on hand of 
such shoes, he has good reason for his 
apprehension, but there doesn’t seem to 
be very much that he can do about it. 
The chances are there won’t be a great 
deal of improvement in this condition 
during the balance of 1946, and it may 
even be 1947 before any noticeable in- 
crease is seen in the leather-shoe situa- 
tion. This prediction is based on a tour 
of tanneries in 10 states by a represen- 
tative of Boor AND SHOE RECORDER. 

Eastern and midwestern tanners do 
not look for any increase in the leather 
supply until after they have filled what 
orders they can for the Winter of 1946- 
1947, and they say it may be the Sum- 
mer of next year before they will come 
anywhere near meeting the demand for 
leather required for footwear. 

Right now, it is estimated that only 
about one-third of the orders for shoes 
of all descriptions are being made ready 
for delivery. In some instances, shoe 
manufacturers are months behind. 

The leather supply may never be as 
plentiful as it was in prewar days, with 
European, South American and South 
African countries producing more 
leather of better quality than ever be- 
fore, both for domestic consumption and 
for export. 


Tanneries in Argentina are reported 
to be supplying not only the needs of 
their own nation, but those of other 
South American and some European 
countries as well. Uruguay is planning 
to have two more modernized tanneries, 
which will bring the total in that coun- 
try to 55. Twelve new tanneries were 
established in Uruguay between 1942 
and 1944. This is indicative of the 
trend all through South America. 

‘In many American tanneries it is no 
longer what kind of leather a tan- 
ner wishes to make, but rather what 
type of hides and skins are available 
to him. Hardly an order is filled as 
requested. In most instances, tanners 
are compelled to accept some hides and 
skins of an inferior grade than those 
ordered—and they are willing to do so, 
in order to have something available 
for the trade. 

Tanners everywhere are working 
frantically to meet the heavy demands, 
some in the fact of a manpower short- 
age. There is a wide difference in la- 
bor conditions in the East and Midwest, 
with most eastern tanneries finding la- 
bor more plentiful than those in the 
Midwest, where “Help Wanted” signs 
are still quite prevalent. But tanneries, 
both East and West, face the problem 


116 


of how to obtain the necessary amount 
of skilled labor. In view of the higher 
wages offered returning veterans in 
other fields of endeavor, many of the 
skilled hands returning from service 
overseas have sought employment else- 
where and, in many instances, have 
found jobs more to their liking. 

The sight of tantalizing shoes at shoe 
shows is rather embarrassing to buy- 
ers, who find that in many cases these 
eye-appealing shoes are on display only, 
not being available for the stores. 

Another thing that is holding up the 
production of leather in some tanneries 
is the shortage of tanning materials, 
especially tanning oils. There is a real 
need for fish oils, and the cry all along 
the line is for more cod oil, neatsfoot 
and castor. As a result, leather sub- 
stitutes and other materials are likely 
to find increased use next Fall. 


Fewer staple shoes appear to be 
available as the bulk of these require 
the use of leather throughout. Novelty 
footwear is sure to get a big play dur- 
ing the Summer and Fall. The trend 
will very definitely be toward closed 
toes, though sling backs will continue 
to be popular. Heels are expected to 
be lower, with the medium-high heel 
replacing the extremely high. Down- 
to-earth flats will be in considerable 
demand, and so will glistening patents, 
as well as plain toes, both stitched and 
strapped. Wings too will appear. 

Shoe manufacturers say that two of 
the summer season’s color favorites will 
be a rich shadowy gray and cherry kola. 
Relatively more kid leather will go into 
the uppers of both men’s arfd women’s 
shoes, as calf skins are in short supply. 

The so-called Chinese red, the color 
for men’s footwear that has been play- 
ed up to the hilt, is sure to take, for 
there is little else that is new in men’s 
shoe styles. However, close inspection 
shows that this color is really a shade 
of mahogany. Suedes and bucks will be 
outstanding for men, chiefly in brown, 
and ventilated shoes will be prevalent. 

Among the latest styles for women 
are the sharkskin sandal with orange 
polka dots, for beachwear and loung- 
ing; a gold kid thong sandal on the 
Greek or Hindu pattern, for lounging; 
a gold embroidered clog with very high 
wedge; a red calf with monk buckle on 
the Robin Hood boot style; a rainboot 
with high black-white checkered spats 
attached to a rubber-soled shoe, and 
classic spectators. 

Sandals for dancing will appear high 
on a platform sole, with sandals for 
street wear made of saddle leather and 
in all colors except white, which will be 
made from crushed leather. 





See Rise in Shoe Consumption 


WASHINGTON—The increasing popu- 
larity of the casual-type shoe and the 
need to fill in gaps in shoe wardrobes 
depleted during the war are expected 
to bring United States shoe consump- 
tion in 1946 to four pairs per person, 
according to the Department of Com- 
merce. 

Both men and women are buying 
more play-type shoes, and retailers are 
finding it increasingly difficult to ob- 
tain deliveries, it is stated in the March 
Industry Report on Leather, prepared 
in the Textile and Leather Section, 
Office of Domestic Commerce. At the 
same time, there has been no decrease 
in sales of quality footwear. 

Trade sources indicate that shoe pro- 
duction during the first quarter of 1946 
was 8 per cent greater than output for 
the same period in 1945. According to 
preliminary estimates, about 125,000,- 
000 pairs were produced in the first 
three months of 1946, the report states. 

Manufacturers are using all avail- 
able materials in a wide range of styles. 
Since production quotas have been re- 
moved, the chief factor in curtailing 
output is the shortage of leather and 
other materials. 

Retail stocks at the end of March 
were the lowest in many years. Manu- 
facturers’ stocks of finished shoes were 
also very low, although total inven- 
tories, including raw materials and 
semi-finished footwear, were 10.5 per 
cent above those for March, 1945. 





Philadelphia Group 
Holds Golf Outing 


PHILADELPHIA, Pa. — The Philadel- 
phia Shoe and Leather Golf Associa- 
tion held its annual Spring tournament 
at the Aronimink Golf Club, Newtown 
Square, Pa., on Friday, May 24th. 
Nearly 100 members of the leather, 
shoe manufacturing and retail branch- 
es of the industry were on hand to 
take part in the day’s activities. Golf 
was the main event of the day, fol- 
lowed by a dinner and entertainment 
in the evening. 

Top prizes for the tournament were 
won by the following: The Charles 
Gibbon Memorial low gross cup by 
Peter Stiles of R. L. Stiles Leather Co., 
with a gross of 78; the Henry Ant- 
weiler low net cup by S. Malis of Malis 
Leather Co., with a net of 69. 

Officers of the association are: Henry 
Fitzpatrick, Burk Bros., Inc., presi- 
dent; John Goldenberg, Brooks Shoe 
Mfg. Co., vice-president; M. H. Harrop, 
treasurer; Clarence R. Heyde, Boor 
AND SHOE RECORDER, secretary. The 
outing was such a success that it was 
decided to hold another in September, 
the exact date to be announced later. 
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News of the Salesmttt and Syypolaers 


National Contest Keynote of Ad Campaign 





Left to Right: John J. Daly, chairman of the board; Charles L. Daly, president, 
and Philip Mulvihill, treasurer, Daly Bros. Shoe Co., Inc. 


New YorkK.—In a week-long conven- 
tion at the Hotel Pennsylvania, here, 
the Marion Shoe Division of Daly Bros. 
Shoe Co., Inc., Marion, Ind., introduced 
its Fall line, policies and promotional 
plans to its sales representatives. Wal- 
ter C. Roose, sales manager, who ar- 
ranged and directed the meeting, pre- 
sented the new line of AIR-O-MAGIC 
Shoes and Cal-Process casuals. The 
current range of men’s shoe styles is 
the widest in the history of the com- 


pany. 


Among the speakers heard at various 
times during the convention were W. W. 
Stephenson, executive secretary of the 
National Shoe Manufacturers’ Associa- 
tion and Harold Quimby of NSMA. 

The Fall advertising theme is based 
on a national contest to be tied in with 
the American Airlines System. Prizes 
include a round-trip flight to Europe 
for the winner, a coast-to-coast trip 
as second prize and a wide group of 
other flights of varying lengths, as well 
as additional prizes. 





Change Sales Organization 


Lonc ISLAND City, N. Y.—The Desco 
Shoe Corp. with its affiliates have made 
considerable changes in their sales or- 
ganization set-up, and have re-grouped 
certain territories. The affiliates are 
Wing Step Shoe Corp., Webster, Mass., 
and New York; and the Rex Shoe Corp. 
in Auburn, Me. Extra showrooms have 
been added to those in New York, Chi- 
cago, Dallas, Tex., and Burlington, 
N. C. 

Desco and its affiliates is represented 
by the Los Angeles staff, headed by 
Fred Ullman, for the states of Arizona, 
California, Colorado, Idaho, Kansas, 
Missouri, Montana, Nevada, Nebraska, 
Oregon, Utah, Washington, and Wyom- 
ing. Joseph Moore and Chicago sales 
staff cover the states of Illinois, In- 
diana, Iowa, Michigan, Minnesota, 
North Dakota, South Dakota and Wis- 
consin. 

H. G. Strader, Burlington, N. C., 
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takes care of North and South Caro- 
lina. Stephen Kahner, Petersburg, Va., 
represents them in Washington, D. C., 
Delaware, Kentucky, Maryland, Vir- 
ginia and West Virginia. Herbert 
Oster, Miami, Fla., covers Florida and 
Georgia. Harry Schwartz and Jared 
C. Simmons, Dallas, Tex., take care of 
Arkansas, Louisiana, New Mexico, 
Oklahoma and Texas. All other states 
are served by New York sales organiza- 
tion of Desco. 

Desco Shoe Corporation and its af- 
filiates have recently embarked on an 
extended advertising program. This 
will include campaigns in the leading 
men’s, women’s, teen and fashion and 
trade magazines; and dealer aids such 
as mat service, displays, booklets, etc. 


Foot Comfort Week 
Set for June 22-29 


Cuicaco, Itu.—This year marks the 
30th Anniversary of Dr. Scholl’s Foot 





Comfort Week and store managers have 
tied-in with this annual promotion look 
to a successful repetition of the event. 
The war years have exacted a serious 
toll in the number of foot ailments. 
Foot Comfort Week is expected to re- 
mind millions of Americans to find 
greater foot comfort. 

America’s attention has been called 
to the perils that follow in the wake of 
foot neglect. The U. S. Public Health 
Service points out that 90 per cent of 
all Americans suffer from some kind of 
foot trouble. 

The 1946 Dr. Scholl’s Foot Comfort 
Week will be backed up by an advertis- 
ing campaign to be touched off with a 
full page in the Saturday Evening Post 
and backed up by large space in The 
American Weekly, plus other ads in 
more than 450 daily and Sunday news- 
papers and over many radio stations, 





Appointed Salesman 


ROCKLAND, Mass.—Hobart A. Wright, 
of E. T. Wright & Company, Inc., has 
been appointed salesman for Wright 
Arch Preserver Shoes in the Michigan- 





HOBART A. WRIGHT 


western-New York area. Trained in 
the Wright factory since 1937, Mr. 


Wright has studied manufacturing 
processes, production problems and 
styling. 


During his two years in the Navy, 
Mr. Wright served for twelve months 
aboard a Destroyer Escort in the 
Pacific. He took over his sales terri- 
tory for Wright Arch Preserver Shoes, 
May 1. He is a grandson of E. T. 
Wright, founder of E. T. Wright & 
Company, Inc. 
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Salesmen Awarded Watches for $100,000 Sales Volume in 6 Months 





In the photo at the left, Jarman sales manager Tom 
Fuqua presents watches to A. V. Shotwell, Pacific North- 
west territory; Don Thompson, Rocky Mountain section; R. 
D. Cherry, Alabama; M. C. Goldstein, Chicago; Howard 
Baldridge, Western Tennessee and Kentucky. In the right- 
hand photo K. B. S. salesman Lee Witham of Indiana (cen- 


NASHVILLE, TENN.—Fine gold Hamil- 
ton watches were awarded to salesmen 
whose shipments totaled more than 
$100,000 in a six-months period. This 
was one of the principal features of 
the semi-annual convention of General 
Shoe Corporation salesmen of three 
men’s shoe divisions, held here early in 
May. These divisions were: Jarman 
Shoe Company; Richland - Davidson 
Shoe Company; and the K. B. S. Shoe 
Company. Earl T. Bumpous, vice- 
president and general sales manager of 
the three men’s divisions of the com- 
pany, addressed the three conventions. 

The awarding of watches for ship- 
ments of $100,000 in a six-month period 
has been a traditional prize for many 
years at General Shoe Corp. The recent 
awards at the sales meetings were the 
first that have been made since 1941, 


however, because of the difficulty of ob- 
taining watches during the war period. 

At each of the three divisional sales 
conventions, new merchandising and 
advertising programs for the Fall sea- 
son were presented to the respective 
sales groups. The new programs ranged 
from interior and window displays for 
the boys’ lines to complete advertising 
campaigns, from national magazine 
schedules to new custom display ser- 
vices, as featured in the Jarman and 
Fortune program. 

Tom Fuqua, Jarman sales manager, 
made the presentation to the Jarman 
salesmen; L. D. Scott, sales manager of 
the K. B. S. division, to his salesmen, 
and John Ezzel, sales manager of the 
Richland-Davidson division, to those in 
his unit. Twenty salesmen received the 
award. 


ter) receives his watch from L. D. Scott, sales manager. 
Others receiving awards, from left to right: George Menke, 
Tennessee; Ed Sullivan, South Carolina; John Booth, Okla- 
homa; George Blue, Georgia; Graham Stuart, Mississippi; 
Tom Prewitt, North Carolina; J. C. Woodward, West Vir- 
ginia; Bob Lee, Texas; E. E. Wood, Alabama. 





John Exzzel, sales manager for Richiand- 
Davidson division, presents the first of 
several watches to John Gordon of 
Texas. Others receiving them were: H. 
C. Cook, Florida; Lioyd Purdy, Kansas; 
Mahlon Brown, Louisiana-Mississippi; and 
George Slater, Chicage. 





Tie-in With Radio Program 

St. Louis, Mo.—The American ver- 
sion of “Shoemaker to the Queen” is be- 
ing played these days in the popular 
Hollywood-originated radio show 
“Queen for a Day” by the Queen Qual- 
ity Shoe Company of St. Louis, which 
presents each day’s new Queen with a 
pair of Queen Quality Shoes. 

A. L. Johnson, advertising manager 
for the Queen Quality Shoe Company, 
had recognized the promotional value of 
such association even in the first months 
the radio show was on the air. When 
the “Queen for a Day” show hit St. 
Louis in its recent “personal appear- 
ance” tour, arrangements were made 
not only to have Queen Quality Shoes 
awarded during the week’s broadcast in 
St. Louis, but also to make this presen- 
tation a regular feature of the show 
back in its permanent quarters in the 
Earl Carroll Theatre in Hollywood. 
This award of shoes began in April and 
will continue for months to come. 

All Queen Quality dealers are being 


sent special promotional material to 
help them make the most of the pub- 
licity possibilities in “Queen for a Day.” 
Window cards and mats for newspaper 
advertisements are included for local 
stores’ use. Radio spot announcements 
tell of the local store’s displays of styles 
selected by “Queen for a Day.” 

Mr. Johnson indicates that this spe- 
cial radio promotion is another move of 
Queen Quality to make the best possible 
use of every medium in advertising. 
Among others of these special promo- 
tions was the early television broadcast, 
in which Queen Quality were the first 
women’s shoes ever to be televised com- 
mercially. This was over the Dumont 
station WABD in New York. 





Form New Firm 


DALLAS, Tex.—The Ranger Boot & 
Shoe Manufacturing Company has been 
chartered here by J. A. Williams, Carl 
A. Robinson and Hawkins Golden, all of 
Dallas. It will have a capital stock 
of $40,000. 


Brown Company Awarded 
Safety Flag 


BERLIN, N. H.—With an outstanding 
record of lost time accidents reduced to 
a point 70 per cent better than the na- 
tional average for the pulp and paper 
industry, the Brown Company has been 
awarded the Liberty Mutual Safety 
Flag. The Woods Operations Division 
was likewise cited for an average 33 
per cent better than the national aver- 
age in this type of work. Underlining 
this record is the fact that this type of 
industry ranks as the eighth most haz- 
ardous out of thirty-two major indus- 
tries; Woods Operations ranks second. 
Both records were made in the face of 
heavy wartime production pressure. 

The award was made at the third An- 
nual Safety Conference sponsored by 
Brown Company in cooperation with the 
Berlin Safety Council. Under study at 
the present time are further ways and 
means of reducing the company’s al- 
ready low accident rate. 
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Move to Enlarge Store 


Derroir, Micu.—Noble Shoe Com- 
pany, who have operated a store at 
15391 Livernois Ave. since the pioneer 
days of this northwestern Detroit shop- 
ping center, nine years ago, have re- 
cently moved to a new and enlarged 
store, about double their former space, 
at 15365 Livernois Ave. Store is op- 
erated by Harry Aznavorian, better 
known as Harry Noble. 

Store has a green marble front, with 
a side entrance. Windows are open to 
the store, but are backed by a low 
brown woodwork railing, which allows 
a definite background to be worked into 
the display, with the added advantage 
of full daylight in the store and a clear 
view of the interior from the street. 

At the left of the entrance in the 
small ell formed by the window itself, 
is an office-style desk, adjoining a ser- 


vice desk, which is the center of store 
operations. 

Typical open stock system is used, as 
customary in a family store of this 
type. All woodwork is finished in light 
brown, with the wall in a light rose 
tone. The ceiling is white, in a con- 
ventional figured pattern. 

In the center, near the front, is a 
three-deck display case for slippers and 
specialties. Two rows of brown leather 
spring steel chairs are placed back-to- 
back down the center of the room, or, 
in an alternate arrangement, in fac- 
ing rows near each side of the store. 

A full-length mirror, about five feet 
wide, occupies the center of the rear 
wall, increasing the apparent size of the 
store. Arched doorways on either side, 
with red-toned curtains, lead to the rear 
service departments. 

At the center of each side is a large 


round cutout style shadow box, with an 
inclined foot mirror beneath it. 

The Noble store specializes in correc- 
tive shoe fitting, for men, women and 
children, making this an exceptional 
feature for a neighborhood store of this 
type. 


New Store to Open 


MapIson, Wis.—A new shoe store 
will be opened in Marshfield, Wis., 
about August 1, it was revealed when 
representatives of Colbert Shoes, a 
Chippewa Falls, Wis., firm, purchased 
a building which will be razed and a 
new building costing about $50,000 
erected to house the new store. Sey- 
mour Harstad, Menomonie, Wis., has 
been named to manage the store. 

The concern now operates stores at 
Chippewa Falls, Eau Claire, and 
Menomonie. ~ 








This Handy 
STOCK RECORD BOOK 


—and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 








Black Cloth binder—11%”" x 13%" ......... $2.50 
100 Daily Sales and Stock Sheets, _ am #100) 
and 1 Comparison Form #105........... 2.50 
2 Inventory Pads (100 sheets) #106........ 0.50 
2 Sats Order Pads (50 — ¥ #107... 0.50 
(or 4 of each, as preferred —— 
$6.00 
(Sample sheets with guide for use sent on request) 

* 

Sales Record Slips: Form D 
Og ee $0.25 


Refund Record Slips: Form E 
So Sree $0.15 


Customer Record Cards: Form F 





ns wc k's n.0'c ua Seniomin $1.50 
a 
carton tickets, Form G 
1%” x3%" (gummed top) 1 gross........ $0.50 
(3M. $6.75; SM. $11.25), 1000............. $2.50 
Shoe Carton Tickets and Clips: Form H 
OM EE 8 go. nvr bw ag @ ha eres, ne $2.25 





PROFIT CHARTS — 85c. each; an accurate method of 


(Prices listed are F.O.B. Chicago) 


Check with order, please, unless C.0.D. Shipment is 
preferred. Add 10% of value to cover shipment if check 
accompanies order. 


Orders filled for any forms preferred. 
x *k kk 


MERCHANTS SERVICE. DEPT. 
209 S. State Street, Chicago, Il. 
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Genuine All Leather 


MEXICAN .. . 
" HUARACHES 
$4.35 


All Leather Uppers 
Hard Leather Soles 
Split Leather 
Innersoles 








Regular 
$1.75 
Quality 


Women's 36 Pair Cases 
3 to 8 or 4 to 9 Sizes 
Minimum Order Three Cases 


Misses 54 Pair Cases 
Sizes 9 to 3 
Minimum Order 54 Pairs 


F.o.b. Chicago Net 10 days 


HARPER-KIRSCHTEN 


SHOE CO. 
323 W. Monroe St. 
Chicago 6, Ill. 
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SLIPPER-LIKE COMFORT 


u Construction 
Ovsjrown Robber’ Soles 


$9.20 


Men's Sizes 
&iI 





ARATHON SPORTING °S 
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Seven Firms Adopt 
Sbicca-Del Mac Process 


New York—James F, Fitzsimmons, 
general manager of Sbicca-Del Mac, 
Inc., has announced the addition of 
seven shoe manufacturers who have re- 
cently signed licenses to manufacture 
shoes by the Sbicca-Del Mac process. 
The new firms are Dorina Shoes, Inc., 
New York City; Knights-Allen Co., 
Inc., Haverhill, Mass.; Henry B. Rosen- 
thal Co., Inc., Beverly, Mass.; Carmo 
Shoe Manufacturing Co., Union, Mis- 
souri; Paramount Shoe Manufacturing 
Co., St. Louis, Mo.; Louis H. Salvage 
Shoe Manufacturing Co., Manchester, 
N. H.; and Lucky Stride Shoes, Inc., 
Maysville, Ky. 


F. O. Bittner Sells Two 
Factories to Brown Shoe 


St. Louis, Mo.—Frank O. Bittner, 
Jr., head of Foot-Kind Shoe Co. and 
Ermtry Shoe Co., has announced the 
sale of both firms to the Brown Shoe 
Co. On the basis of $1 a share for 141,- 
690% shares of stock in each company, 
the purchase amounted to $283,381 and 
included the factory at Owensville, Mo., 
formerly that of the Vardaman Shoe 
Co. 

Mr. Bittner announced that he will 
continue in shoe manufagturing as 
president of Foot-Pleasure Shoe Co., in- 
corporated May 1 with‘capital stock of 
$50,000. The firm will manufacture 
girls’ and misses’ shoes at Rosebud, Mo. 
Additional quarters are being built for 
the company to increase production 
from 500 to 3600 pairs daily. 








Shoe Man Has Plan 


To End Income Tax 


St. Louis, Mo.—Samuel D. Nichols, 
president of the Nichols Shoe Company, 
here, has published a 3,000-word booklet 
titled “Freedom from Taxation,” which 
sets forth a plan for the removal of 
personal taxation. Briefly, the plan pro- 
vides that no living person pay indi- 
vidual or personal taxes, and that no 
estate of $10,000 or less should be 
taxed. Simultaneously, a high standard 
of living should be maintained and a 
more general distribution of wealth 
should be forthcoming. The Nichols 
Plan provides that after death all of 
the estate but $10,000, and certain ad- 
ditional amounts for dependents, will 
go to the government. The premise of 
Mr. Nichol’s theory is that all legal con- 
trol of property or wealth should cease 
on the death of the owner. 

A copy of the booklet has been sent 
to several hundred congressmen. 





Buys West Coast Plant 


Santa Rosa, CAL.—Jerome M. Kush- 
ins is president of Kushins, Inc., which 
has recently taken over the Santa Rosa 
Shoe Manufacturing Company. The 
plant has been fully remodeled; and the 
firm plans to enter the Eastern market 
when production increases sufficiently. 
Kushins, Inc., manufactures high grade 
boots and shoes. 

Frank J. Drufke is sales manager of 
the firm. For many years he was Chi- 
cago representative of the Irving Drew 
Co., Portsmouth, Ohio. 





Young Shoes Ape Their Elders 





N 





° Grown-up patterns and materials are used in footwear for the young miss, as 

exemplified in these four models from the Margaret O'Brien line of Brust Footwear. 

Clockwise, starting lower left: gabardine ballet with multi-colored nailheads 

studding the platform; black patent piastic pump with ornamented rm; con- 

trasting color in the felt upper and platform on a balief model; contrast in coler 
again In a strap pattern of felt. 
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CAMP MOCCASINS _ 
SMOOTH PIG UPPERS 
Cunapers Rubber Soles 

$7.50 | 
Secs 82 Style No.- 20 | 


MARATHON SPORTING SHOE CO., INC 
New York 7, N. Y 
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WE are now located at our 
new offices: 78 Reade Street, 
5th floor. 


CHARLES FINKELPEARL 
Wholesale Shoes 

















New Cuboid Departments 


Santa ANA, CALIF.—New Cuboid de- 
partments recently opened according to 
Promotion Manager E. W. Elmore are 
Polsky’s.in Akron, with Mark Morris 
as Cuboider; Uchin’s Boston Shoe 
Store, New Brunswick, N. J. with Ben 
Rubel; Park Brannock, Syracuse, with 
Arthur Lotz. Contracts have been 
closed with Loveman, Joseph & Loeb, 
Birmingham; Royal College Shops, 
Topeka; Condon’s, Charleston, and 
Stone & Thomas, Wheeling. 

A special promotion was held in all 
Cuboid departments during the week of 
May 27th to June ist. This was 
designated as “President’s Week” in 
honor of President Sewell’s birthday 
on May 27th. The features which 
proved successful during Foot Health 
Week were used in this connection. 
Boot AND SHOE RecorDER’s Foot Health 
Week poster formed a center of attrac- 
tion around which the promotions were 
based. 





New Firm Will Make 
Low-Heel Footwear 


LYNN, Mass.—Henry and Joshua 
Schwartz, formerly associated with 
Schwartz & Benjamin, Inc., New York, 
have formed the Frosh Shoe Company 
here for the manufacture of low-heel, 
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Two Veterans Join 
Tanning Firm 
Boston, Mass.—Ralph L. Pope, Jr., 


recently discharged from the United 
States Navy with the rank of Lieuten- 





RALPH L. POPE, JR. 


ant-Commander, has been named assis- 
tant vice-president and liaison repre- 
sentative between the Soo Tannery and 
the Boston office of the Northwestern 
Leather Company, according to an an- 
nouncement by Theodore L. Tewksbury, 
vice-president and sales manager of the 
tanning organization. 

Mr. Tewksbury, in his announcement, 
also revealed the recent addition to his 





F. AUSTIN HARDING, JR. 


selling organization of F. Austin Hard- 
ing, Jr., who recently served in the 
Navy as Lieutenant-Commander and 
enjoyed a national reputation when he 
starred in football and hockey at Har- 
vard University prior to the war. Like 
Mr. Harding, Mr. Pope, Jr., was also a 
member of the Harvard Class of ’38 
and played varsity hockey and football. 





cement process shoes for walking. 
Henry Schwartz will be in charge of 
purchasing and Joshua Schwartz in 
charge of sales. 
The plant, located at 601 Washington 
St., provides 23,000 square feet of 
space. 
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Men’s Casuals 


California Process 
Smooth no mark sole finished like leather 





$9.40 
rod 

10 days net 
F.0.B. Chicago 
Fabric upper—platform, 2 tone effect. 
COLORS: Rust & Brown— Wheat & 
Brown. 
SIZES: 6 to 10 and 7 to II. 

36-pr. or 18-pr. Lot 


immediate Delivery 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Ill. 
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“BRONCO” 
MEN'S & WOMEN'S 
HUARACHES 


18 pr. LOTS 
4 to 10 






Hand Woven Sandals 
$4.00 F.O.B. Los Angeles 


MACON DISTRIBUTORS 


719 W. 3rd St. Los Angeles 13, Cal. 
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_ CHILDREN'S SANDALS 
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CHILDREN'S ELK SANDAL 


Heavy Smooth Elk with Long-Wearing 
Leather Soles and Brown Rubber Heels 


In Stock 
$].62¥2 
Net 10 days 


F.O.B. N.Y. 


36 prs. of a size 
run of a color 
te a case 


White site EW. Brees, bik, neat Etk 
POLONER SHOE CO. 























156 Duane New York 13, N. Y. 
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PLAY SANDAL 





FULL LEATHER SOLES** 
Misses’ Sizes 12% te 3 
Women’s Sizes 4 te 9 


P.H. VOLK & CO., INC. 


Lomberd St., Baltimore 1, Md. 
Inc. 


4 
elso VOLK SHOE STORE a 
109 N. 4th St., Phile., Po 











X-RAY SHOE FITTERS 


Sli el 





e 


PRIMEX «1... 


most imitated shoe fitter. 
Our circular tells you why 
« « «© Welle . « 


PRIMEX EQUIPMENT CO. 
135 Se. LaSalle $t., Chicago 3, Il. 














C. M. Mense Retires 


ALLENTOWN, Pa.—C. M. Mense, presi- 
dent and general manager of the Le- 
high Safety Shoe Co., here, has an- 
nounced his retirement from the active 





c. M. MENSE 


direction of the company. He will con- 
tinue in an advisory capacity. 
Assuming the presidency in 1931, Mr. 
Mense has been the sponsor of many of 
the basic improvements in safety shoe 
design, construction, and merchandis- 
ing. Under his leadership, safety shoes 
emerged from a service item to a 
strong, substantial division of the pro- 
tective clothing field. During the war 
years, he was a member of the Safety 
Shoe Advisory Committee to the War 
Production Board. He also served the 
committee for the development of war 
standards in connection with the Ameri- 
can Standards Association. A former 
chairman, he is now a director of the 
Meat and Leather Section of the Na- 
tional Safety Council. At the present 
time, he is a sponsor and director of 
the Latin American Safety Council. 
Frank B. Griswold will replace Mr. 
Mense as general manager of the com- 
pany. Mr. Griswold entered the or- 
ganization in the sales department and 
has been trained through the merchan- 
dising and administrative departments. 
Following service in the United States 
Army, he returned to the company as 
merchandise and sales manager. 





Takes New Offices 


New York—Products-From-Sweden, 
Inc., has moved to new offices at 80 
Broad Street. The firm was formerly 
located at 932 Broadway. 





Answers to Boot and Shoe I.Q. 
1. Corduroy 
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Sbicca, Inc., Employees 
Hold Banquet 


PHILADELPHIA, Pa.—The Employees 
Association of Sbicca, Inc., Philadelphia 
shoe manufacturers, put on a banquet 
recently at Palumbo’s Restaurant, one 
of the city’s leading night spots. 
Speeches were taboo as more than 250 
employees and executives, friends and 
guests, enjoyed themselves to the ut- 
most. 

Participating in the affair were 
Michael Tesoro, Boot & Shoe Workers 
Union, A. F. of L.; Joseph Sinatra, 
shop chairman; Tony Dolceaniore, 
superintendent; Al Zungolo, assistant 
superintendent, and Henry Baroni, fac- 
tory manager. 





To Join Grandfather’s Firm 


CoLuMBus, OHIO — First Lieutenant 
Owen H. Dickerson has been discharged 
after three years of active service with 
the Marine Corps, and will join the 
Walker T. Dickerson Co. here, accord- 
ing to his grandfather, W. T. Dicker- 
son, president of the firm. Lt. Dicker- 
son was in the First Division of the 
SMC, located at Pei Tai Ho, China. He 
will enter the organization as assistant 
to the president. 





Opens Retail “Laboratory” 


New York.—Seymour Troy, high 
grade women’s shoe manufacturer, has 
opened a retail outlet at H. Jaeckel & 
Sons, Inc., on 57th St. here. The store 
will provide the testing ground, long 
sought by Mr. Troy, for new thought 
in high styled footwear, according to 
Charles Henkel, in charge of all Sey- 
mour Troy retail operations. Mr. 
Henkel called the salon “a laboratory 
for the introduction of new ideas in 
lasts and materials.” 

The department has a separate en- 
trance on 56th St. and is joined to the 
Jaeckel salon on 57th St. via a connect- 
ing corridor. When alterations are 
completed, the corridor will contain a 
combination bar and play shoe section. 

Mr. Henkel will maintain an office in 
the new salon. 


Establish Factory in 
Allentown 


New YorK—A factory given over to 
the manufacture of the Margaret 
O’Brien (MGM star) line has been es- 
tablished in Allentown, Pa., by Brust 
Footwear Co. The plans of the organi- 
zation call for the production of brand 
names in lines backed up by national 
advertising. Dealer helps and consumer 
cooperation will be accented, and an ad- 
vertising and sales promotion depart- 
ment will function to collaborate on spe- 
cial problems of the dealer outlets. 

The sales office will continue at its 
present location at the Marbridge 
Building. 
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CHILDREN'S SANDALS 
CHILDREN’S HEAVY COWHIDE SANDALS 


Long-wearing Oak 
Leather Soles 
with Outside Nailed 
Rubber Heels 


At Once 
Delivery 


$4.35 


Net 10 days 
F.0.B. N.Y. | 1436 


: fi Sizes: ll 
* ea beaea ton = 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 


~~ HUARACHES 

























ALL LEATHER 


Genuine 


GUADALAJARA 
HUARACHES 





$4.75 


@ Natural lecther woven uppers 
@ Leather insoles and outersoles 
@ Leather heels—leather pull strap 
@ Five strands around the heel 
Women's #4953 sizes 4 to 9 
Misses’ #2865 sizes 10 to 2 
Also No. 4853, same in red, 
sizes 4 to 9, $1.85 


IMMEDIATE DELIVERY 


THE 


PILOT SHOE CO. 
31 Hopkins Plece 
Baltimore 1, Md. 
Honest Made since 1809 














Buy Savings Bonds 
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Holden Joins 
J-International 


New York —Daniel S. Griffin of 
J-International has announced that 
John J. Holden has joined the organiza- 
tion and that the J-International offices 
are being moved to Mr. Holden’s office 
in Room 3120 of the Empire State 
Building, New York City. 

Mr. Holden has had a wide experi- 
ence in the footwear field. He was 
previously associated with Oppenheim 
Collins & Co. and John Wanamaker as 
buyer of women’s shoes, with the Na- 
tional Shoe Retailers’ Association as 
manager, and for the past several years 
with Selby Shoe Company as New York 
sales representative. He will devote 
most of his efforts to the expansion 
program of J-International. 





Swant Company Expands 


St. PauL, MInN.—The Swant Arch 
Support Company, manufacturers of 
adjustable leather arch supports with 
sponge rubber inserts, is now installed 
in its new quarters at 169 E. Sixth St. 
It now has facilities for 1500 pairs of 
arch supports daily and has plans un- 
der way for doubling this production. 

Harold F. Swant, founder of the com- 
pany, also announces that Raymond E. 
Wilsie, formerly of Rochester, Minn., 
has purchased a half interest in the 
business. Mr. Swant further announced 
the appointment of two additional sales- 
men. They are E. M. Gerner, who will 
cover Minnesota, Wisconsin and Iowa; 
and G. William Weyenberg, whose ter- 
ritory includes Michigan, Ohio and In- 
diana. 





Hill Shoe Co. Appoints 
New Salesman 


PHILADELPHIA, Pa.—Joseph Feldman, 
recently discharged from the Army 
with a sergeant’s rating, is now cover- 
ing the State of Pennsylvania for Hill 
Shoe Co., Philadelphia. He had a rug- 
ged three-year hitch in the C-B-I thea- 
tre and boasts three trips over the 
Burma Road in a jeep. He starts his 
new career as a bridegroom having just 
married Miss Vee Venick of Philadel- 
phia. 





To Build Two New Plants 


PITTsBuRGH, Pa. — The Pittsburgh 
Corning Corporation has announced 
plans to build two plants at Sedalia, 
Mo., for the production of glass block 
and Foamglas, a cellular glass insu- 
lating material. Estimated cost of the 
expansion program is $2,000,000. Pre- 
liminary survey work will be started 
at once. The 40-acre plant site is lo- 
cated beyond the city limits on the 
west side of Sedalia. 

A plant for the production of glass 
block will be constructed first and fa- 


Ns 


MEN'S SLIPPERS 


MEN'S ROMEO 


All Leather Upper. Full Leather Lined. 
Lockstitch 





















Con- 
Leather 
$3.25 
Net 10 days 
F.0.8. N.Y. No. 600 
Sizes 6-11 
24 pr. min. 
Colors Black 
or Brown 





Selburn Shoe Co., Inc. 


153 Duane Street, New York 13, N. Y. 











cilities for Foamglas manufacture will 
be added as soon as building materials 
and equipment are available. When 
both plants get into full production ap- 
proximately 600 persons will be em- 
ployed. The Sedalia plant production 
will be routed to Southwestern, Mid- 
western, and Southern states. 





Michigan Factory to Expand 


CENTREVILLE, MicH.— Charles M. 
Huette, owner of the Huette Shoe Com- 
pany, producer of children’s shoes, has 
purchased a three acre plot for the 
erection of a modern shoe factory. Mr. 
Huette moved his plant here from Con- 
stantine, Mich., about a year and a half 
ago. Increased demand has made ex- 
pansion plans possible. 





Expand Foreign Operations 

AKRON, OHI0.—Further expansion of 
South American operations to facilitate 
production and distribution of tires, 
shoe products, retread and repair mate- 
rials in a world-wide manufacturing 
and marketing program has been an- 
nounced by Goodyear Foreign Opera- 
tions, incorporated, a subsidiary of The 
Goodyear Tire & Rubber Company. In 
addition to plants now in operation in 
Colombia and Venezuela, a third fac- 
tory at San Jose de las Lajas, twenty 
miles from Havana, Cuba, will be placed 
in production in the near future. A. 
G. Cameron, vice-president and general 
manager of Goodyear Foreign Opera- 
tions, Inc., said the new plants will ex- 
tend Goodyear manufacturing opera- 
tions to fourteen countries. 
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SALESMEN WANTED 


SALESMEN WANTED 


BUSINESS OPPORTUNITY 








SALESMAN 
WANTED 

TO COVER TEXAS AND OKLAHOMA, 
FROM DALLAS OFFICE 

Must be alert, experienced, pro- 
motional-minded man, with estab- 
lished following. Desirable oppor- 
tunity wit ; healing wholesaler. 
Reply by letter only. 

‘LESTER PINCUS SHOE 


CORPORATION 
131 Duane Street New York 


SALESMAN with retail shoe following, to sell 
one of America’s finest lines of Lucite Win- 
dow Display Fixtures. A practical, profitable 
side line. HALSEN MFG. CO., 227 So. Fifth 
Street, Philadelphia 6, Pa. 


S. ALESMEN WANTED by established firm 
jobbing Women’s Novelties, Play and Sport 
Shoes; good territories open; real opportunity. 
Commissions paid weekly. State territory de- 
sired. Address #92, care Boot & Shoe <a 
100 East 42nd Street, New York 17, N. 


ALABAMA AND GEORGIA TERRITORIES 

available to regular salesmen on drawing 
salary Well-known Job- 
Sore Line of Shoes, Slippers, Casuals and 
Tennis Footwear for Men, Women and Chik 
dren. State reference. Information held in con- 
fidence. Address #38, care Boot & Shoe 
st 100 East 42nd Street, New York 
i7, MM. F. 

















SALESMAN WANTED 


FOR SANDALS, SLIPPERS, PLAY SHOES 
AND MOCCASINS. WHOLESALE DIS- 
TRIBUTOR. ADVISE EXPERIENCE AND 
TERRITORY COVERED. 


Address 63, care BOOT & 6 sues ggegnene 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED—on commission basis 
—by manufacturer of outstanding line Plastic 
Shoe Horns, Hosiery Trays, Shoe Stands and 
Fixtures. Full time or side line. Several terri- 
tories open. Write full details, experience and 

contacts. Confidential. Address #65, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMAN WANTED IMMEDIATELY for 

Tennessee, Arkansas and Kentucky. Fast 
line of Women’s Dress Shoes and Casuals. 
Already have some established accounts. Per- 
manent position: good opportunity for live wire. 
Give full particulars in reply. Address #81, 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





ReaD MEN WANTED for the States of 

Tennessee, Mississippi, Georgia, Alabama, 
New York and New Jersey for fast Line of 
Men’s, Women’s and Children’s House Slippers, 
Play Shoes and Sandals. We carry over sixty 
thousand pairs in stock. Straight commission 
basis. Address #78, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





SIDE LINE SALESMAN WTD. 








FULL TIME OR SIDE LINE SALESMEN 
wanted by well established Wholesale = 
tributor for Nationally advertised Casuals and 
House Slippers for following territory: States 
west of Denver’ WM. ASHER SHOE COM- 
PANY, 219 West 7th Street, Los Angeles, Cal. 





OAD MEN WANTED FOR JOBBER’S 
LINE of men’s, Women’s, and Children’s 
Play Shoes, Sandals and House Slippers. At- 
tractive merchandise; right prices; good de- 
liveries. Address #48, care Boot & Shoe 
eee 100 East 42nd Street, New York 





SALESMEN WANTED to sell HOLLY- 

SHOE POLISH throughout the 
United KK. We have been established 20 
years; product is well known and nationally 
advertised. If you are a shoe salesman and 
want to use our Polish as a side line you can 
easily make $50 to $60 per week on commission. 
Write: FRENCHEE CHEMICAL CO., 107-33 
Van Wyck Bivd., Richmond Hill, N. Y.. giving 
full particulars. 





SALESMEN, CALLING ON BETTER RE- 

TAILERS, Department Stores, etc., to carry 
manufacturer’s Line of beautiful Leather and 
Fabric Bows and Ornaments, retailing at $1 
and up per pair. Liheral commission basis; 
— territories Ad- 


open. 
ress #79, wh, LE 


EXPERIENCED SALESMEN WANTED TO 

carry as a Sideline Popular Price Ladies’, 
Men’s, Children’s Sandals, Casuals. Playshoes, 
House Slippers, Baby Hard Sole Shoes. All ter- 
ritories open. Ccmmission basis. Give full de 
tails. Address #82, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





POSITION WANTED 


EXPERIENCED SHOE BUYER AND 
MANAGER of Women’s, Men’s and Chil- 

dren’s Shoes; Age 40; Married; Desires to 

make a change. Can furnish excellent refer- 

ences. Southern territory preferrab'e. For com- 

plete details write: Box #87, Boot and Shoe 

mm mg 209 So. State Street, Chicago 4, 
inois. 


BUSINESS OPPORTUNITY 

















WANTED 


CHILDREN'S SHOES 
(Goodyear Welt Construction) 


MANUFACTURER 


o 
One of our clients, a firmiy established whole- 
sale shoe org with splendid record in 
the Industry, ‘desires to arrange for dependable, 
permanent source-of-supply for children's quality 
shoes. 

CLIENT IS PREPARED TO PURCHASE 
ALL OR ANY SUBSTANTIAL PART OF 
YOUR FACTORY'S PRODUCTION 
Also, they are prepared to negotiate along any 

of the following channels: 

INVEST, FINANCE or PURCHASE 
OUTRIGHT an IN-PRODUCTION PLANT 
or 
FINANCE CAPABLE INDIVIDUAL 
er group IN ESTABLISHING A PLANT 
OF THIS TYPE 
* 

Owners of a powerful, nationally advertised 
child's shoe trade-mark, this progressive organ- 
lation is doing a strong merchandising job 


now! Company is ably represented in all mar- 
kets, serving leading dealers from coast-to-coast. 


WRITE FULLY IN CONFIDENCE 
Replies | will be reviewed by principals only. 
assured. in responding, 
ao et type arrangement being tendered. 
Include all pertinent particulars and, to ex- 
pedite negotiations, indicate most convenient 
time and place for preliminary ting. 


Address: Goodyear Welt Mfr. 


AJAX ADVERTISING SERVICE 
50 E. FORDHAM RD., N.Y. C. 58 




















LINE WANTED 








JOBBER OPENING IN CHICAGO 
Desires contact with manufacturers of 
WOMEN’S PLAYSHOES AND SPORT 
OXFORDS. Send information as to lines 
made. 

Address Bex #09, BOOT AND SHOE RECORDER 











REPRESENTATION — PHILIPPINES 
We wish to represent American manufac- 
turers and ex of Shoes, on commission 
basis. oJ ing for own account. Bank 
references; rlandsch Indische Handels- 
bank, N.V., Micali. Philippines. 


YANG WEN YING & SONS 
909 ALVARADO EXTENSION 
ve MANILA, PHILIPPINES 

















EXPERIENCED SALESMAN seeks shoe 
manufacturer's line for New York City. 
Address #93, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





W ANTED: AN ADDITIONAL LINE of 
Children’s Shces. Can handle large volume. 
Address: George Diekow. 2659 N. Humboldt 
Bivd., Milwaukee 12, Wisconsin. 





The rate for urdispia 
So 
wore rate. if a 


advertising e 





CLASSIFIED ADVERTISING RATES 


yed classified acvertising 1s 10 cents # wora uncer any of our classified headings. Minimum rate is $1.80 
When @ 00x numoer 1s Gesirec. adcressed toe any of our offices, 12 woras must ve added for this and charged 
at the Gvertiser’s own name and accress (8 USs0. count each word (street number 1s one word) at word rate. 
Class:fiec ect y 1@ Cayancie In acvance. Send cneck or money oraer with your copy. No accounts are opened for ciassified 
xceot for reguiar acvertisers on contrac: 
The rate for ali disoiayes or boxed in classifies acvertisements 1s $7.00 an incn witn a maximum of 46 woras per inen. 


Advertisements for th's page must ve in our New York Office 10 days preceding publication dete. sa 
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LINE WANTED | 





LINE WANTED 


WANTED TO PURCHASE 




















P. O. Box 1887 
MIAMI 11 


SHOES SLIPPERS 
I am representing the Recordia Mfg. Co. 


NATHAN STRAUSS of MIAMI, FLORIDA 


would like TO ADD ONE LEADING MANUFACTURER’S 
LINE to represent in the SOUTHERN STATES. 


I am willing to visit you. 
Kindly contact my home address. Thanks. 
NATHAN STRAUSS 














ESPONSIBLE YOUNG WOMAN, 
substantial following and Shoe experience 
seeks to represent manufacturers of Play 
Shoes, House Slippers, Rubber Footwear or 


Allied Merchandise in greater New York area. 
Address #91, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


Slippers, 


WITH LINE: MEN’S LOW OR MEDIUM PRICE 
WELT OXFORDS, Medium and/or 
Priced Women’s Novelties and Line of Ru ber 
Footwear, by experienced who! esale shoe sales- 
man, now covering State of Georgia with Felt 
Sandals and Work Gloves. 
ANSLEY, Box 653, Athens, Georgia. 


A. W. 





ATTENTION, MANUFACTURERS! Gen- ELL 
eral Line Salesman, several — — 
accounts), 


experience; married; living 

familiar with New England trade. Now r~ 2nd Shoe 
able; sell pouventse Line of Shoes. Address 

#84, care Boot & S 


hoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


ESTABLISHED 
WITH LARGE FOLLOWING (600 active 
amongst leading 
Stores in the Southern States can 
take over representation for good shoe house. 
Address #80, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


SALESMAN, 


Department Stores 





WANTED TO PURCHASE 





WANTED TO PURCHASE 








Convert into cosh—ony quantity 
YOUR NAME PROTECTED . 


M. K. WEIL SHOE CO. 
1215 Washington Avenue—St. Louis, Me. 





TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


.. WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


Cceatrel 4898 





DANIEL GREEN 

pair or 1000. Will pay full invoice price. 
Any and all styles. Ship express. Remittance 
airmailed same day shipment arrives. Gillespie 
Shoe Company, Fergus Falls, Minnesota. 


Recorder, 100 East 


17, N. Y. 


“OUTDORABLES” 1 SHOE STORE doing not less than $60,009 
business; perfer North Ohio. Cash for = 
proposition. Address #94, care Boot & 


42nd Street, New ard 





GET Jaa VALUE 
° SURPLUS "Srocks or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Phene — LOMbard 2062 











BARIS BUYS 


Quatity Snoes tor Men, 
Wemen and 
FOR CASH. 


BARIS SHOE Se. ine. 
wort 2-8 
79-81 Reede $t., ten 7 York 7". 7 


Cnrlidren 














Fra SHOE STORE, established over 40 ADRIAN DELUXE X- aay SHOE FITTER, 


years; Eastern [owa City, about 45,000 popu- perfect conditi 
Owner wishes to retire. Address: Box 
Shoe Recorder, 209 So. 


State Street, Chicago 4, III. 


WAGONER’S 


STYLE STORE, Lebanon, Mo. 








FOR CASH 
CROTTIRAN- OAPI SHOES, INC. 
Duane Street, New York 7, N. Y. 
Telephone: Worth 2-4548 











SHOE STORE IN UPSTATE NEW YORK. 
Rochester or Bingham- 


ton, in town of 50,000 or more. Can be family 
Store or Men's and Boys’. Write stating 


Address #90, care Boot & Shoe 
» 100 East 42nd Street, New York 17, 








WE BUY 
bags — pA Aa SURPLUS AND COMPLETE STOCKS 
of Quallty Shows for Men, Women ond OF BETTER GRADE SHOES 
ai FOR CASH 


SHORT LEASES ASSUMED 
YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 1-7887 





SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrttandt 7-6878-8 








CASH PAID FOR 
SHOE STORES 
CLOSE UUTS, JUB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
98 DUANE ST. NEW YORK 7, N. Y. 
Telephone WOrth 2-2515 














FAMILY SHOE STORE WANTED, located 
in Pennsylvania, Delaware, Maryland, District 
Cash Weal. Address 


of Coumwma or Virguua. 
100 East 


#95, care Boot & Shoe Recorder, 
42nd Street, New York 17, N. Y. 











A ae 


SHOE STORES 


20) oe bl 
BARSH & CEASAR 


hi ee) eee fe 
Phome MARbet 1868 










AGENTS WANTED 





AGENTS WANTED for North West, Cali- 

fornia, Texas, and South for retail Bow 
Line. Fast selling numbers. Prompt deliveries. 
One who covers grade trade preferred. 
Address #76, care Boot & Shoe Recorder, 10 
High Street, Boston 10, Mass. 








WANT TO LEASE 





A FAST GROWING SHOE CHAIN wants to 
lease Ladies’ Shoe Departments in stores 
within the radius of 500 miles of New York 
City. Address #96, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








FOR SALE 








G. |. Navy Raincoats, $3.85 each; Battle 
Jackets, $9.00 each; Gob Hats, Pea Jack- 
oe Sevens Senet Cots; Surplus Work 
Clothing; Shoes. 
Ss. J. SMALL CO. 
1209 Broadway, New York, N. Y. 








JOB LOT APPLIANCES 


ie DISPLAY SERVICE 


417 Fourth St. Ky. 














N. Y 


June |, 1946 























FOR SALE 


MERCHANTS’ NEEDS 





Faune SHOE STORE FOR SALE: 
six years in Brooklyn, New Yor. 
vole of business over $30,000; rental $55 a 
3 lease; exceptionally small expense. New, 
ae stock $7,000; goodwill $2,000. Cali 


i 10 P.M. Private owner. 
DICKENS: 2-795 2-2958. 


FAMILY SHOE STORE, Southern Arizona 
pa California. State volume, inventory at 





Percent location, lease, rent, and price. 
HOWARD SHARP, 906 Franklyn Street, 
Rome, New York. 





APRIAN X-RAY MACHINE in good condi- 

tion, not too far from Advise 
lowest price, etc. Address #85, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥. 


ATTENTION, DEALERS: We are discon- 

tinuing manufacturing Unlined Barefoot 
Sandals—Children’s Sizes 7 to 11; Misses’ Sizes 
12 to 3. Packed 36 pairs to case; colors white, 
red, beige, blue. Close out price 41 Children’s: 
$1.15 Misses. Soles are lock-stitched and are 
packed 18 pairs leather, 18 pairs Composition 
to case, Uppers are crushed heavy 
leather, rubber heels, platform, innersole with 
sockli#@g. Also for sale, Clicker Dies for manu- 
facturing the above; also some unifinished mate. 
rials, AIRBORNE SHOE CO., INC., 143 
Roebling Street, Brooklyn, New York. 








MERCHANTS’ NEEDS 


To di 

gnd branded 

cake in upright 
Pour Suoe os dee 


Hover. > ted 


Va Dozen ...... $2.00 











1 Dozen ...... $3.50 
M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 


What’s New 


(Names and addresses of the suppliers 
of these products may be obtained by 
writing to News Editor. BOOT AND 
SHOE. RECORDER, 100 E. 42nd St., New 
York 17, N. Y.) 


Washable Shoe Ventilator 


A washable shoe ventilator, known 
to GIs in the Pacific, Africa, England, 
France and the Northlands, as “Inner- 
soles Plastic, Ventilating Type, Fused” 
is now becoming available in limited 
quantities for issue by safety, person- 
nel and medical departments to work- 
men under treatment for athlete’s foot 
end blisters. 

The shoe ventilator was developed at 
the request of the Quartermaster Gen- 
eral’s office to protect soldiers from the 
progressive worsening of foot troubles 
that plagued fighting men when usual 
precautions were impossible to enforce. 
This ventilator is slipped into the shoe 
and left there. Its function is entirely 
mechanical. Each step the wearer takes 
pumps air into the shoe, circulates it 
over the grid of woven plastic, evapo- 
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NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


junior Model for children $12.50 


Available at special cooperative 
price if ordered through certain 
shoe manufacturers —for this list 
and fall details write te 


THE BRANNOCK DEVICE CO. 


SYRACUSE 2. NEW YORK 





rates moisture from the plastic surface 
and expels the moisture-laden air. 


Aluminum Roll-Up Awnings 


An aluminum awning for stores that 
rolls up into a neat compact roll at the 
top of the store window has been an- 
nounced. Named “Alumaroll,” and 
made of non-corrosive aluminum, it 
rolls up like a canvas awning. It is 
said to be designed to eliminate sag- 
ging, shrinking or stretching. Finished 
in a protective coat of baked aluminum 
enamel, it is available in a range of 
colors to harmonize with store ex- 
teriors. 

Freedom from fading, ripping and 
mildewing are claimed; also that these 
awnings will not chip, rust or rattle. 
Full ventilation as well as any degree 
of shade are made possible. 


New Finish for Leather 


Leatherex, a new enamel finish, 
bright and flexible, can be heat-emboss- 
ed to turn split sheepskin into simulated 
alligator or any other textured leather, 
it has been announced. This is said to 
be a new process which will help reduce 
production costs in the simulated 


MERCHANTS’ NEEDS 


lV ADVERTISING 
ak . 
ol CUppulgs 


—here’ how to get 
More Business! 





HE Vincent Edwards idea Clipping 
T Service has over 2,000 satisfied users. 
Each order filled according to 4 
bese want; wholesalers usually request 
retail ads; monufocturers usualiy 
want ads of competitive brands. 

You will find that a study of newspaper 
od clippings is the quickest and least ex- 
pensive way to keep in touch with what's 

going on. 

below to learn more about 


Use cou 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organization 
342 Madison Ave., New York City 

Please tell me more about your 


ad cli service A a ~ 
thor? term ciippng 

















leather trade. The manufacturer claims 
that it will not flake, peel or discolor. 

Protected first with a sealer coat 
which prevents successive coats of 
enamel from soaking in, the leather is 
treated with a thick layer of translu- 
cent lacquer to which the desired pig- 
ment has been added. This base finish 
is then heat-embossed to simulate the 
texture of the particular leather being 
copied. 


New Material Lends Itself 
To Many Uses 


New York.—Plastic sheeting which 
is pliable, tough and washable is now 
being produced by one of the rub- 
ber companies for use in ladies’ hand- 
bags, purses, belts and in men’s bill- 
folds, tobacco pouches and brief cases, 
according to an announcement made 
recently. Other uses for the new mate- 
rial are for instrument case covers, as 
trim for luggage, golf bags, automotive 
seat covers and shoes and for many 
novelties. 

Qualities claimed for the sheeting are 
that it will not harden or crack with 
age or severe use. It is pliable and can 
be easily tailored into wrinkle-free 
finished products. It is waterproof and 
can be cleaned with soap and water. It 
is scuff-proof and has high resistance to 
snagging, tearing or puncturing. It 
has high stain resistance and is not af- 
fected by alcohol, perspiration, oil, 
grease, mildew and most acids. 
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